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They are made specially to give extra protection 


and comfort to young feet in all kinds of weather. 
The five ‘“Weatherized” features make use of the 
best materials obtainable for a top-notch shoe that 
is a real all-weather champion. Your Peters Shoe 


Company representative will give you details. 
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TANDRITE 


standards of quality, 
color and finish have 
withstood all the whims 
_and wiles of abnormal periods. 


That fact... outstanding in 


Tandrite history... will be as 


evident tomorrow 


as it is today. 
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a beloved classic 


in modern} limes 


PREG. PAT. OFF, 


Seen.in 
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BOOT AND SHOE 


PAUL G. HOFFMAN, Chairman of 
the Board of Trustees of the Na- 
tional Committee for Economic 
Development, says: 

_ “Small businesses shall have an 
papertaalty to become larger, and 


“WEY! 1 WANT AN 
OPPORTUNITY To GRow uP!" 


SMALL BUSINESS 


new businesses shall have free- 
dom to be born, to grow and to 
prosper. 
@ 

ARTHUR WEBSTER of A. L. 
Webster & Co., brokers in hides 
and skins, Chicago, Ill, gives his 
“Impressions of the future”: 

“Present conditions do not offer 
much promise of a continuation of 
present heavy slaughter nor bright- 
er prospects for a decided increase 
in heavy hides. Slaughterers pay 
more for calves than feeders and 
steers that go to the feed lots must 
be bargains, so most of them go to 
the butcher. All this results in less 
beef for the demand and conditions 
cannot be remedied until the’ au- 
thorities in charge of food and 
pricing take notice and remedy their 
past errors in ceilings. Food prob- 
lems will become greatly accentu- 
ated when the war in Europe ends, 
as the starving millions there will 
require sustenance and likely will 
look to the Americas. Now that we 
can forget politics again, perhaps 
more vital subjects will receive the 
attention that they may have lacked. . 
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‘We know that demand for hides 


and skins will be greater than our 
supplies for some time to come and 
that with price ceilings, allocation 
will be so that available 
stocks may be fairly distributed 
where they will do most good first 
for the war effort and second for 


civilian demands.” 


“MISSING IN ACTION” is 
stamped on the envelope of a letter 
returned to us—marked “verified” 
and “unopened.” We sent the letter 
on September 13 because we had 
kept up a correspondence with an 
alert young shoe man who had an 
ambition, following the cessation of 


hostilities, to own a little store of 
his own. He felt competent to enter 
business because he had saved his 
money and looked forward to the 
G.I. loan of $2,000 and local financ- 
ing of $2,000, 

We wrote him then: “On this 
basis you can start a shoe business 
in a modest way, with the coopera- 
tion of manufacturers who want 
better and wider distribution. So if 
your mind is constantly in the di- 
rection of shoes and shoe service, 
wait for the booklet that will be 
issued in due time, indicating how 
the discharged soldier can operate 
his own. little. business, providing 
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he has skills, experience, patience 
and extreme thrift. The develop- 
ment of all small business is a 
struggle but once established, it has 
been worth the effort. If, in any 
way, we can be of assistance to you 


when you finish your work in the 
Army, be sure to call upon us.” 

He never got the letter. But some 
other soldier will fulfill his busi- 
ness destiny some day, when he 
lays down the gun and picks up the 
fitting device. 

We talked to a number of dis- 
charged soldiers at the National 
Shoe Fair. They came there to 
learn at first hand what steps to 
take to walk down the path of op- 
portunity. Make no mistake about 
it. These young, vigorous, useful 
men are going to play a part in the 
shoe business of the future. There 
was an absence of young men at the 
Show, but they will come back :and 
restimulate an industry to. serve 
better and to sell better. __ 

There is room. in this industry 
for new businesses after the strait- 
jacket of shortages and limitations 
give way to increased production 


.and the need for increased distri- 


bution. Far better to have 20,000 


_new shoe stores than to have a re- 
sturn of bargain basements and sell- 


ing over the counter. Shoes deserve 


better treatment for all of'the skills 


and efficiencies that go into their 
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manufactute: These new merchants 


will be taught the fundamentals of 


good bookkeeping so that they. 


won’t be caught with merchandise 

. that will not move and which, even- 
tually, lands on some bargain table 
—a-mistake that never would have 
happened if he had bought wisely 
and well. 

So the young hero, who will 
never try his luck in his own shoe 
store, hands on his ambitions and 
desires to some other G.I. Joe and 
may the new merchant get double 
joy in the owneyship of his own free 
little business. 


THOUSANDS OF letters have 
poured into Washington, registering 
complaints about the shortage of 
children’s shoes, shoes for crippled 
and deformed feet, shoes for vet- 
erans, and the shoe situation in 
_general. These letters, some. per- 
fectly written in flawless English 
and others almost. unintelligibly 
scrawled, are addressed to the Presi- 
dent, the Chairman .of the War 
Production : Board, OPA Chief, 
Chester Bowles, congressmen. and 
senators, Uncle Sam and even the 
President’s . wife. All these letters 
find their way. to the desk of “Ted” 
Sawyer, who is in charge of foot- 
wear, rsequirements in OCR, for 
eventual reply... 
What is considered the prize let- 
ter of the entite group came from 
_ mother in Oshkosh, Wis. The let- 
.ter gave a complete account of all 
‘the family’s trouble, a description 
of all the children accompanied by 
photographs, and finally’ got to the 
pair of shoes that was required. 
Addressing her letter’ to Chester 
Bowles, she pointed out that her 
little crippled girl needed a pair of 
shoes in size “4A.” The child was 
crippled in an accident in her early 
years. The family could not afford 
the specially made shoes that were 


THREE MEN 


—An old priest is walking along a 
street in Paris and sees a group 
of workmen busily engaged. 

—"What are you doing?" he asks. 

—"I'm working for a sou a day," 
the first. 

carrying bricks,” says 
second 


—"'I'm building a Cathedral," says 
the third. 

—How easy it is to size up the 
character of a man by the spirit 
in which he tackles his job. 

—Most men, sorry to relate, just 
work for wages; some are con- 
scientious enough to endeavor to 
do an honest job. 

very few have the vision or 
ee to help build a Cathe- 
ral. 

—Many Cathedrals, and | use the 
term in a general sense, have 
been destroyed during the reign 

of Nazi terror and must be re- 
built; stronger and better than 
ever before. 

—The truly happy man will be he 
who gets a real thrill out of his 
work and courageously views with 

- the mind's eye the beauty or use- 

fulness of the thing still to be 

pleted. 


sales by the right name. . 


‘ 


“Oh, the bots always takes fittle work home.” 


by telling Mr. Bowles that the child 
had hay fever but she didn’t expect 
OPA to do anything about that. 

* 


RUTH H. KERR, Style Analyst for 
the Calf Tanners’ Association, says: 

“That unknown name-caller who 
first started the C for Charlie, B for 
Bennie, terminology to describe shoe 
sizes in writing up orders probably 
started something. At any rate, we 
have heard plenty about the D for 
Donalds and B for Berties, when 
applied with such significance to the 
great bombers and their pilots based 
with our Bomber Command in 


Great Britain. 


’ “Millions of magnificent names, 
usually inappropriate, have been 
given to shoe models in our fac- 
tories since the first width was called 
C for Charlie. Anybody who has 
ever had to write up orders and size 
schedules appreciates why names 
for each shoe model simplify the 
job. But it is hard to understand 


‘why each season’s new line must 


be tagged with a bad choice of 
names all beginning with D or J etc. 
’ “A good name alone won’t sell a 
shoe. But in recent years many 
shoes have profited enormously in 
such 


‘Shank’s Mare’ and 
‘Loafer.’ ”: 
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THE normal functions of retailing haven’t been entirely 
destroyed by regulation and rationing. If you have any 
goods that won’t move, there’ is nothing in the world to 
prevent you from putting on a bargain sale and making 
it a real inducement for the customer to come in and 
give you cash, plus coupon. 

The way some nien are running their business—and 
you will pardon the phrase—they are indulging in 
mental and merchandise loafing. Pointing may not be 
polite, but there are groups of stores in this country 
that take it for granted that if they complain long and 
loud, OCR and OPA will give them some relief to 
move the goods loafing on the shelves. There is one 

‘ ‘crowd wailing and ranting about the residue of odd 
lots and end sizes and they want the customary once- 


7 ‘a-season OPA holiday from rationing to be more than 
.. just a four weeks’ period but to be a continuous propo- 


sition of non-rationing because the price is low and 

the goods won’t move, rationed. The YES— 

forever NO. 

son No buyer can guess right on styles aiid sizes, all the 

time; and that goes twice for the big outfit that has 

yostores all over the céuntry, where sectional and seasonal 
factors play a-part’in selling. If a buyer hits it right 


“nine out of ten times, he is successful. The 10-per cent » 


shat he guesses wrong always found its way ut through 


clearance... That’ was true prior to rationing. Since 


rationing, the blame has been put on the ration coupon 
for the existence of these frozen stocks. 
‘It ig a mighty good thing for orderly retailing that 


we have in OCR and OPA men who know their tespog-_ 


sibility to the merchant as well as to the public. If this 
‘were not so, there is a possibility that powerful pressure 
groups would find a way, when the time is slightly 
favorable, for the rationing system to be made flexible 
_to the needs of these groups. No man objects to a 
ration holiday, if all can enjoy it, to clean out odds and 
‘ends, but the entire ration system is a mighty impertant 
“ system: to continue for the length of time that we have 
“shortages of materials and extreme shortages of man- 


power. 


Now follow us very closely in the mental chess game 
we are going to play on this page. Just suppose that 


BOOT AND SHOE RECORDER 


sy ARTHUR. D. 


4 


ANDERSON 


Slave, Half Free? That Is The 


to encourage production in these lower price ranges of 
footwear. For example—women’s and growing girls’ 
shoes, utilizing leather—maximum net wholesale price 
per pair $2.00. Or another example—men’s dress 
shoes, utilizing leather—maximum wholesale price per 
pair $2.50—providing that the manufacturer of such 
lines doesn’t require additional employment. 

So far so good; but supposing these shoes are slow- 
moving at retail and a kindly OPA and OCR grants this 
division freedom from rationing—what then? One 
may say the public gets a break by getting $3.00 and 
$4.00 shoes and store stocks are moved. Theoretically, 
it sounds like a good proposition and mark you, there 
will be an immense effort to put it over. But what 
about shoes selling above those prices, that must have 
a ration coupon? Can an industry be half free, half 
slave to a ration system? Will the woman and man 
public find it most convenient to buy cheaper shoes, 
ration free with perhaps poorer fitting service, etc.? 
Well, it’s a possibility! 

Far be it from us to carry the torch for only better — 


_ shoes, but there are thousands of little merchants in 


this country whose Voice ‘is seldom heard. They and 
their businesses are important! They never make 
themselves very articulate but if the day comes, and 
the rationing system is half free and half slave, there 
will be something to think about. 

Naturally, we can’t hope to have the heaven of high 
prices continue far into the future, but as long: | as-we 
have shortages of material and shortages of manpower, “ 
there is a need for one system of controls. We grant 
you that low price shoes, sold in the volume field, have _ 
not had their slice of -heaven, but the American public x 
has used its very common sense to buy the best for its 
needs; and certainly, branded shoes in the better prices = 
and all ceiling prices, in all stores, have kept true to | 
the line better than any other commodity in America. 

We are just pointing out that there are moves on the. 
chess board that merit some pretty careful thinking. — 
We may be way out on a limb, but we still believe that . 
when there is a shortage of materials and a grave short- 

age of manpower, any permanent holiday or sepa-. 


considerable shoemaking might be possible under the” iaaalin of one part of ‘the trade from the other, on the, 


relaxation of manufacturing quota: and quality restric- 
tions—as of ‘Noveitiber 9.’ The: ai 


basis of price,.is not good administration. of the eco- 
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by M. O. MICHELSON 
Manager Florsheim Shoe Store, 
Bouleva 


rd, Hollywood, Califernia 


A SIGNIFICANT development in the 
men’s shoe business which even the war 
has not changed is the decided trend 
toward more casual or “soft” types of 
shoes. That trend is becoming a definite 
month in and month out proposition in 
this store. 
. As the name implies, this store spe- 
cializes in dress and street shoes of the 
better grades and has done an excellent 
pre-war job in the established leather 
and rubber-soled sport and spectator 
types for men. Men came to us for these 
shoes because they were featured in the 
windows, carried right in stock and were 
presented in the right manner by our 
shoe fitters. ; 

Another important factor was a local 


udice to Its 


one. A very progressive group of manu- 
facturers of men’s clothing, shirts, ties 
and hats here in Los Angeles has de- 
veloped an outstanding array of wanted 
men’s sport and leisure wear. These 
clothes were first adopted by the motion 
picture colony, then by colorful com- 
fort-loving men all over the country. 


This development in clothes meant an 
increasing demand for men’s shoes in 
wedge types with platform soles, with 
both leather and rubber soles. Four 
years ago, when shoes of this character 
were first introduced, the trade was 
somewhat dubious of wedgies in men’s 
shoes. Now they are well accepted, due 
to the softness, comfort and support af- 
forded the wearer. 


Business on Regular Types 


This store was one of the pioneers in 
the promotion of casual shoes. It wa 
noticeable that while the development of 
casuals was going on, sales of thos 
types around which the business of this 
store was established did not slacken. 

When war and war restrictions came 
into being, the first thought was to toss 
the casuals aside, the general feeling in 
the trade being that the public would not 
spend ration stamps for this type o 
footwear. This reasoning proved wrong, 
as casuals have sold as freely as ever, 
sales only being restricted by the sup 
plies from the makers. 

Experience here has proven the year- 
round sale of men’s casual footwear 
worthy of proper merchandising, effec- 
tive display, sensible financial and allot- 
ment control. By coordinating these ac 
tivities, a new avenue for profitable ac 
tivity has been developed and main 
tained. 

It was common practice in the sale o! 
these shoes previously to view such oper: 
ations as incidental and accidental ifs 
sizable and profitable volume resulted 
Today the picture is rapidly changing, 
as we view our men’s casual footwear 
operation as an important part of ou 
total shoe volume. 

Continuous selling of casuals ha 
clearly shown it is fully as important t 
fit these shoes accurately as in the cas 
of our regular Florsheim shoes. Widths 
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How a Progressive West Coast Men's 
Shoe Store Pioneered in the Promotion 
of “Soft” Footwear and Built a Worth 
While Year Round Volume without Prej- 


oe »° things, are window shopping down Hollywood 
alive Boulevard. Right now they are doing some 
ai ; . post-war planning of their own as to what 
‘ee shoes they will buy after they are out of their 
a G1’s. Lloyd Benoit, the Marine, tells Sailors 
sete: John Houllahan and Ivan Painter he intends to 
on get into the most comfortable, softest shoe he 
ae Hollyw can find when he gets back in civies. 
mus 
Mg this 
in 
— 
illiam Stromberg, whose jewelry an 
vard, is intrigued by a casual shoe, 
— which he picks out of the ever pres- om 


the CASUAL 
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“It sure is fun to check over the extra sales these casuals 


bring to the store, even in these days of rationing. 


u 
is just as important to have the right sizes and widths in 
the casuals, as it is in our regular Florsheims,” says Store 

Manager M. O. Michelson. 


must be carried, just as in dress kinds. 
This store regularly stocks them and 
this policy is a major factor in do- 
ing a successful casual shoe business, 
just as it is on street and dress kinds. 

The more concentration given to pat- 
tern and material the more complete the 
range of sizes per line. This principle 
is as true in casuals as it is in street 
shoes. Depth of sizes, not breadth of 
style assortment, makes selling easy. The 
advent of pattern and novelty in the 
men’s leisure shoe and slipper field 
means the approach of more “style head- 
aches,” common in the women’s field. 

Casual shoes do not in any way in- 
terfere with the sales of regular shoes. 
A salesman will complete the sale to 
the customer for dress or street shoes, 
then will introduce the leisure types, 
purely as an accessory pair. This means 
an extra pair sale. 

In normal times, before rationing, a 
customer will select his dress shoes, 
then his brogues, together with a pair 


or two of leisures. The casuals are just 
another pair that he never intended to 
buy, but was most happy to have them 
suggested to him. 

Every shoe fitter in normal times 
really gets on the gravy train in regards 
to his commissions through making 
many double and triple headers when 
he shows top grade casuals. 

The war, because of types of uniforms 
now worn in the Army, is hastening the 
development of looser fitting, lighter 
weight, more comfortable garments for 
men. Worth watching and capitalizing 
on is the trend toward odd jackets and 
slack trousers in subdued colors for 
business with more extreme fabrics and 
more color variations for leisure wear. 

Not only will fighting men turn to 
more comfortable clothes and footwear 
when they are back on the home front 
again, but the general public, which has 
been severely curtailed in its desire for 
more colorful casual footwear, will 

[TURN TO PAGE 76, PLEASE] 


. Dressed in the typical Southern Cali- 


fornia business man style this cus- 
tomer first selects his Florsheim half 
brogues for business wear, then as- 
sistant manager Fred A. Seach sug- 
gests a second pair for casual wear. 
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SPRING 


To say that manufacturers have added new interest to 
Spring lines by ringing changes on old patterns would be 
lacking in appreciation of the many new patterns that have 
been added. Just as much a fault would be failure to note 
the ingenious way in which old patterns have been given 
a new look by the use of new treatments. We are in a 
transitional period right now . . . not as restricted as we 
were, but by no means as free as we shall be later. 

Major trend in both old and new patterns is the skeleton- 
izing of pumps and high-riding step-ins by lavish use of 
perforations and cutouts and opening up of backs and 
shanks, as well as vamps. This opening up of patterns and 
increased use of sandals is a practical substitute for novelty 
colors from the point of view of tanner, manufacturer, re- 
tailer and consumer. Asymmetric treatments in silhouettes, 
toe openings and trimmings is another way in which variety 
is being achieved. 

The release of certain contrast trimmings has given manu- 
facturers another way of brightening up their basic colors 
and patterns. Contrast stitchings, bindings, platform soles 
and the use of nailheads are popular in the Spring lines. 
Two-tone leather spectators, now permitted on synthetic 
soles, also add variety. One manufacturer, illustrated here, 
has looked ahead to Summer in a series of shoes reversing 
this white-trimmed-with-color treatment and has used 
gabardine in dark colors trimmed with white leather, the 
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SHOES 


leather being in small enough quantities to permit the use 
of leather soles. 

The other major trend illustrated here is the great di- 
versity in heel heights. This, too, has helped a great deal 
in giving a fresh look to old patterns and treatments. Be- 
fore going further, however, let us make it quite plain and 
clear at the start that the extremes in heel heights are 
definitely a style trend and not indicative of bread and but- 
ter business in most lines. One style-minded manufacturer 
in the middle price field has emphasized this point. “We 
still expect to do our real business on 17/8 heels” was his 
comment after noting that he was using heels from 8/8 up 
to 21/8. 

Among the manufacturers who are featuring extremes. 
the range is from 4/8 to 28/8 with a few heels even lower 
or higher. The consensus, however, is that 24/8 is as high 
as a heel should go and 6/8 to 8/8 is as low as the vast 
majority of women will wear them. We can expect to see 
both extremes walking down Main Street or the Avenue 
on the feet of style-minded women. The woman wearing 
the low heel may have the free, steady gait of a Greek 
goddess and the woman on the 24/8, or over, will, no doubt, 
have the mincing, hip-swaying posture of a Mae West, but 
both will feel that they are wearing the latest styles and 
both will be right. 

Two extremes in heel heights, two extremes in posture. 
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New Models Appear in the Lines, but with Existing Short- 
ages in Materials and Manpower, Manufacturers Must Still 
Resort to Devices to Give a Fresh Look to Continuing Patterns. 


by ELEANOR RUTLEDGE 


two extremes in feminine appeal ... we are going to see 
them both this Spring and very often on the same woman. 
It is logical to expect that a woman who wants to dramatize 
her feet will want both types in her wardrobe. The really 
smart woman, we believe, will save the very high heels for 
very dress-up occasions when she will be doing little walk- 
ing or standing. The very high heel shoe looks attractive 
in a short walk from curb to house or at dinner or in a 
drawing room. But for the woman who Walks or buses to 
her good times or who is going to be on her feet dancing 
or standing, there are plenty of pretty dress-up shoes on 
low heels. These may not give their wearer that ultra- 
feminine appearance but they look young and pretty and 
right. 

At a recent shoe style show this point was stressed: 
“Heel heights no longer determine types.” In other words, 
a shoe on a 4/8 heel may be just as suitable to wear with 
a formal long evening dress as one on a 28/8 heel. Don’t 
forget that the heelless ballet slipper originated in the 


Directoire period of the early 1800's as a ballroom slipper. 
On the other hand, a very high heel clog sandal may have 
been designed to wear with casual beach or dinner slacks 
and may be entirely suitable for such a costume. We are 
coming into a new era of style thinking and shall have to 
revise many of our outmoded style ideas. This idea regard- 
ing heel heights for definite shoe types is one of them. 

This new period in styling and style thinking will, of 
course, be reflected in ready-to-wear and accessories, as 
well as in shoes. People who are looking ahead into the 
future with the keenest understanding of style trends and 
influences are foreseeing radical changes. These will be 
based on a number of factors. Changed modes of living 
is one. Many kinds of new technological developments 
will be another basic factor in the new styling. All these 
changes will result in more functional clothing; lighter 
weight clothes, shoes and accessories; more adaptable 
styles, suited to trans-Atlantic or trans-Pacific airplane 
trips and to wear at the end of the trip. 
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Occasion Shoes Get 
Show 


, UNDER the able direction of June 
Hamilton Rhodes, a fashion presentation 
of “Suggestions of Things to Come” was 
given November 15 in the grand ball- 
room of the Ritz-Carlton Hotel, New 
York,, before a large audience of the 
shoe, accessories and clothing industries, 
as well as members of the consumer and 
trade press. 

Tatroducing the styles on the runway, 
Mrs. Rhodes especially emphasized the 
fact that most of the shoes shown would 
not be available until further easing of 
governmental regulations. Leather cov- 
erings for platform soles, it was ex- 
plained, are not permitted at the present 
time. The wide range of colors shown 
in all types of shoes were experiments 
by the kidskin tanners and were, in 
many instances, limited to only one skin. 


In commenting on the types of shoes = 
presented, Mrs. Rhodes noted that kid- 4 : che 
skin had been used in ways “best suited velope for the rings. sis 
to its capabilities and its limitations.” , 
kid leathers for shoes reflecting the “new in black kid with black suede ’ 
soft trend of women’s apparel and par- 2 Pe sole, wedge ait 
” in toe, 
construction among its features. dit 
Runway Showing of “Things to Come” by Kid P: 
The importance of occasion shoes was 
Group Featured Shoes and Bags Styled to Go with — emphasized throughout the presentation - 
which was divided into five groups. . . . 
Clothes of the Future. Casual and Play; Town and Travel; = 
Afternoon . . . Formal and Informal; bate 
Leisure Hours; Evening . . . Formal and 
Informal. Leading designers and manu- he 
facturers of shoes, ready-to-wear, hats, m 
handbags, gloves, compacts, hair orna- ge 
ments and jewelry were represented. = 
Simplicity, elegance and functionalism = 
. . . Shoes and clothes suited to the ac- bh 
tivities of tomorrow, when there will be . 
“more things te do . . . more places to - 
go,” characterized the new designs. - 
sv 
One of the tables of interested shoe la 
men at the Kid Group Show. Read- 
ing from left to right, beginning at the ce 
‘ left: Joseph A. Zahn of Selby; Al th 
Bogutz of Newton Elkin; John J. p 
Holden, Selby; Charles A. Nagel of 
Ames & Brownley, Norfolk; William s 
Warner of Saks Fifth Avenue; Harold I 
Quimby of National Shoe Manufac- hi 


turers Association; Milton Friedberg, 
Bloomingdale’s; Louis Drevitch. Fil- 
ene’s, Boston; Burt Lewis of AMC; C 

foreground, Abe Fish, Filene’s. 
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How CAPITAL INVESTMENT 


Promotes 


The Author of This Article Is President of 
Harding College and Has Become Prominent 
as an Advocate of Economical Governmental 
Spending, Private Enterprise and a Sound 
Financial Structure for the Nation. Here He 
Explains How Capital Is Related to Local 
Wages and National Prosperity, Comparing 
Conditions in China with Those in the U. S. A. 


by GEORGE S. BENSON 


One inch outside our front door was the curb of a cobble- 
stone street. It wasn’t as wide as two ordinary sidewalks; 
not wide enough for an American automobile. Such were 
the thoroughfares of Kwei Hsien. Traffic on them con- 
sisted largely of people walking, usually carrying burdens. 
Occasionally one passed leading a wheelbarrow piled high 
with merchandise, wabbling under the load. 

One open space in the squat and crowded town was the 
market place for farm produce, surrounded by shops. The 
market place was drab. The shops were dim at night and 
dingy all the time. 

Kwei Hsien, the principal town of its district in Kwangsi 
Province, China, had 60,000 population, but covered no 
more acres than Searcy, Arkansas, where I live now, which 
has less than 3000 people. Kwei Hsien was inland 500 
miles up West River from Canton. The closest seaport 
was Pak Hoi, 100 miles overland to the South. 

My first trip down town was for kerosene. The oil store 
had been “out” for days, but now the coolies were coming 
into town from Pak Hoi with a fresh supply. The light I 
got at the oil store on economic and industrial conditions 
in China was worth infinitely more than the oil I bought, 
and cost me nothing. ' 

Tired was not the word to describe those sweaty, 
brawny, young coolies. They were exhausted. They had 
walked for ten days over an uneven trail from port, cover- 
ing about ten miles a day. Each workman had carried ten 
gallons of kerosene the full distance; one five-gallon tin 
swinging by a cord from each end of a bamboo pole which 
lay across his calloused shoulders. 

The local oil dealer was paying off his carriers when I 
came in, and the tariff was no secret. Those men received 
the equivalent of ten cents a day for their work. When I 
priced the oil I found that ten cents a gallon had been 
added to cover the cost of coolie transportation from port. 
I paid the bill and went away pondering; prices much too 
high, wages much too low. 

This incident led me into more serious research. It made 
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me hunt for economic factors that controlled industries 
more basic than oil, as far as China is concerned; agri- 
culture for example. More than 80 per cent of China’s 423 
million people live on farms and work the soil, but year 
after year China imports more foodstuff than it exports— 
much more. The nation can’t feed itself although there is 
no richer soil on earth. 

Less than 20 per cent of the 132 million people in the 
United States live on farms and work the soil, but America 
exports vastly more food than it imports, year after year. 
China has abundant natural resources, in greater quan- 
tity, and in some instances better quality than has America. 

America’s interior has railroads and tank cars and moves 
kerosene 200 miles a day for one cent a gallon, but the 
Chinese stil] lug their oil on the end of a stick 100 miles 
in ten days at ten cents a gallon. Chinese coolies draw a 
dime a day and walk; American railroaders get $8.50 a 
day and ride. 

How is it that in America we pay such high wages to 
everybody who works, get so much better and faster ser- 
vice and obtain it at a mere fraction of the cost paid in 
other lands? 

There are great opportunities in China and the people 
who live there see these opportunities and let them pass. 
Why? Simply because they don’t dare invest their money 
in anything. The economic system is such that both ban- 
dits and government rob business. Capital hasn’t got a 
chance. Under the local war-lords, whose tenure is by 
force, it is a government of grab. If a wealthy man, or an 
association of well-to-do men, or a rich corporation of small 
stockholders invests money in something, it’s gone. They 
lose it. The rulers take it if bandits don’t beat them to it. 
Private business on any new scale, as soon as it prospers, 
is confiscated. As a result nothing prospers. 

Capitalists in the United States have invested sums in 
railroads that add up to $25,000 per railroad employee. 
Consequently our railroaders ride at work and live well at 
home. A common carrier in China is a coolie. Investment 
in equipment is about ten cents each for a tough bamboo 


[TURN TO PACE 61, PLEASE] . 


; 
4 4 
&, 
Sipe 
1 
J 


Forward Outlook 
Explains 
Stores Progress 


“S EVENTY-FIVE years young” is 
the way B. Rich’s Sons of Washing- 
ton, D. C., style themselves in their 
anniversary year, and with justifica- 
tion. For, despite the great number 
of years of this establishment, and the 
bulk of tradition which has grown up 
around the organization in those years, 
the firm maintains a progressive atti- 
tude and is young in thought and 
action. Four generations of the Rich 


SHOES OF BYGONE DAYS 


fancy See Saggy” 1908. 


family have been identified with the 
a ee business; each generation has brought 
= to it the ideas and outlook of its par- 

~ ) ticular day; consequently, the store 
RICH'S has had periodic injections of new 

ripe tae thought and new ideas which have 


kept it alive and vital in the affairs of 
the community. 

It was in September, 1869, that 
Bernard Rich’s sons, Max and Louis, 
opened a shoe store in the city of 
Washington—the nation’s capital, but 
still a provincial city with muddy 
streets and shaded sidewalks. Style 
leadership, fine quality materials and 
fine workmanship in the shoes to be 
sold were the principles on which the 
business was founded, and on which 
it rests to this day. That these prin- 
ciples met with approval by Washing- 
ton customers is evidenced by the tre- 
mendous growth of the firm. While 
the original store was a one-room af- 
fair, the present establishment is a 
four-story building erected in 1899. 
The company has long been identified 
with service and quality in Washing- 
ton; presidents, their wives, diplomats 
and statesmen have purchased their 
footwear at Rich’s. 

To celebrate its anniversary in a fit- 
ting manner, the store launched a 
promotion in windows and in ads, 
calling attention to its fine record of 
service. A plaque in full relief of a 
cobbler made of plaster and imposed 
on a background of hand-boarded 
was featured in each of the twelve 
anniversary windows. A reproduction 
of this plaque appeared in each ad in 


an institutional series which appeared 
in leading morning and evening 
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featured at Rich’s. Note the plaque in the 
2 from the United Shoe Machinery Corporation é | 
collection. Background was of gold; curtains 
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sary. Copy told of the shoes of 
_ other days on display at the 
store, and read in part, “These 
shoes even though queer in ap- ig 
a. pearance to us today . . . were 
> 
Right: Another of the twelve display 
Sie windows used by the store to an- : 
nounce its anniversary. Shown here 
_- is a boys’ brogan of 1870, remarkable 
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women and chikiren. 


bench. His position wn the oc 


For 75 years we've boon famou a» 2 freadly son 
you and your family to shop ar frontly Red's 
exclusvely to shoes and 
know so well 


RICH’S 


Sercet Tenth 


papers. The plaque, used as a crest, 
is also appearing on Rich letterheads, 


labels, etc. 
The ad series featured the Rich 
tradition, interesting facts about 


Washington’s history, famous brands 
carried by the store and the Rich 
personnel. In the windows were 
shown shoes of various periods in the 
country’s history, contrasted with a 


modern shoe carried in the store.’ 


Draped blue velvet curtains, gold 
backgrounds and the plaques colored 
to bring out the details of the cob- 
bler made the windows outstanding. 
In the center of each window was a 
large card on which were set forth 
points of interest about the shoes, the 
store and the city. 

An anniversary banquet was held at 


Effective Ideas in Ads and Windows Tell 
the Story of the Growth of B. Rich's Sons, 
‘Washington, from One Room to Four 
Stories and Point to Promising Future. 


WE'RE TODAY! 


years young today Three quarters of a contury om age Sut yung 
in ideas . . im anticipating and fulfilling the mods of Washington men, 


Our Rich's crest depacted sbove is a tru: symbol of our poly of making 
only the finest qualay foorwear. The background of the plague an 
textured shin of tcather embiazoned wth an cobbler at 


entire, hard 


the pyeton of the from cuts 
the leather that he fashsons our shocs. Only the huart of the the wory bee 
part, resulting fect, smarter and longer wearing foorwes 

and we cordully 
with four selling floor 
all beareng the nationally beeen names you 


Washington’s Hotel Statler. At this 
banquet service pins were awarded to 
employees of the store of more than 
two years’ standing. These pins, which 
repeated the design of the plaque, 
were awarded as follows: a diamond 
studded pin to eight employees who 
had been with the firm for 25 years 
or more; those connected with the 
store from 20 to 25 years, a pin 
studded with sapphires; and those 
employees of 15 or more years’ stand- 
ing, a pin with ruby setting. Mrs. 
Max Rich, 83, vice-president of the 
firm and widow of one of the founders, 
received a diamond pin. Mrs. Dunbar 
Rosenthal, secretary of the firm, was 
also honored. 

The dinner was planned by Herbert 
J. Rich, Jr., assistant treasurer of the 


HERBERT J. RICH, SR. 
President, 8. Rich's Sons 


company and buyer of men’s shoes. 
Herbert J. Rich, Sr., president, has 
been affiliated with the firm for over 
40 years. 


] 9 “We're 75 today,” said Rich’s in the first of its | 
“series of institutional ads. Copy explains that the 
| crest shown “is a true symbol of our policy of | 
making available only the finest in footwear.” 
: 
to employees who had been with 
the firm more than two years. : 
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RETAILERS, PREPARE NOW! 


_ Why Can't the Retail Trade Attract a More Intelligent 
-- and Ambitious Class of Employees? In This Chapter Mr. 
Hahn Gets Down to the Basic Consideration of Retail Re- 
muneration as Compared with Wages Paid to Factory 
Workers and Suggests Some Ways to Increase Incentive 
Without an Undue Increase in the Cost of Distribution. 


by EDWIN HAHN 
Present Wo. Hann & Company, Wasnrncrton, D. C. 


“Way can’t we attract as intelligent and ambitious a 
class of employees to the retail trade as we formerly did?” 
I have heard so many merchants ask that question. Let us 
try to find the answer. 

According to the Bureau of Labor Statistics of the United 
States Department of Labor, the average earnings of full- 
time workers in all retail trades in 1939 was $21.17 per 
week. The average weekly earnings of workers in all 
manufacturing trades was $24.58, in the wholesale trades 
$29.85, in private building construction $30.34, and in the 
mining trades $34.09. If this comparison of average 
weekly earnings in the retail trades with other industries 
is not a sufficient answer to that question, here are more 
conclusive facts. 

Since the number of hours that employees work per 
week varies in different trades, average hourly earnings 
are a fairer basis of comparison. Chart XXIII compares 
average hourly earnings as compiled by the Bureau of 
Labor Statistics in all retail trades with those in all manu- 
facturing trades. Since I have selected November, 1934, in 
both trades as a base period, this chart shows the per- 
centage of changes in hourly earnings during subsequent 
periods. However, in compiling this Chart, I have adjusted 
the actual average hourly earnings in both trades in accor- 
dance with the changes in the cost of living since Novem- 
ber, 1934, as published by the Bureau of Labor Statistics. 
In other words, this chart shows the comparative amount 
of goods and services the hourly earnings of workers 
would buy at each period in terms of the level of prices 
in November, 1934, 

We see by this chart that the average hourly earnings 
of workers in all manufacturing trades, adjusted by the 
changes in the index of cost of living, have increased pro- 
gressively each year from November, 1934. In April, 1943, 
the adjusted average hourly earnings in the manufacturing 
trades were 35.3 per cent higher than in November, 1934. 
On the same basis of comparison, the average hourly 
earnings of workers in all retail trades were 3.7 per cent 
lower in April, 1943, than in November, 1934. In the 
group of general merchandise stores only, which includes 
variety stores, department stores, general merchandise and 
dry goods stores, the adjusted hourly earnings of workers 
were 10.5 per cent lower in April, 1943, than in November, 
1934. 


Can retailers possibly expect to attract to their stores 
the type of intelligent and ambitious personnel, through 
whom alone retailing can become really efficient, unless 
they offer such youth at least equal compensation and 
opportunities that now induce them to seek their careers in 
other trades and professions? 

Having considered the average earnings of all retail 
employees, now let’s examine the earnings of salespeople. 


Quoting in Chapter II from the Harvard Survey of 1940, I 


state that about one-half of the total amount of payroll of 
the smaller department stores went to their salespeople, 
and that only one-third of the total amount of payroll of 
the largest department stores was paid to their salespeople. 
That this policy of the larger department stores of main- 
taining such a relatively large proportion of non-selling 
personnel does not result in greater efficiency is evidenced 
by the fact that the average annual number of transactions 
per employee in the department stores was 3500 with the 
smallest department stores, and 3450 with the largest 
department stores. 

This fact is further borne out by the Harvard Survey 
of 1937, which compared the costs of an identical group of 
department stores in 1937 with their costs in 1929. This 
group of department stores had been increasing their pro- 
portion of non-selling payrolls to total payrolls over a 
period of years. However, during this period the average 
annual amount of sales per employee of these stores had 
decreased 22 per cent. This same survey showed that in 
the case of another group of department stores that had 
maintained a higher ratio of selling payrolls to total pay- 
rolls, their ratio of total expense in 1937 was lower and 
their ratio of net profit was greater than the group of 
stores that had increased their ratio of non-selling payrolls. 

Similar surveys show that this same tendency of increas- 
ing the ratio of non-selling payrolls to selling payrolls has 
been developing in other kinds of stores besides department 
stores, but that this practice does not seem to have resulted 
in increased efficiency in their cases either. 

During this series of articles I have advocated reducing 
the number of employees and otherwise cutting costs in 
the buying, advertising, occupancy, administrative and 
delivery functions. However, when it comes to selling, I 
contend that most stores would greatly increase their 
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Chapter XVIII 


Selling—Why So Inefficient? 


AVERAGE HOURLY EARNINGS IN RETAIL AND MANUFACTURING TRADES 


NOV.1934 DEC.1939 


DEC. 1940 JUNE 1941 


APR. 1943 


APR.1942 


GEE Average Hourly Earnings, Retail Workers 
os Average Hourly Earnings, Manufacturing Workers 


efficiency by increasing the amount of their individual 
salespeople’s earnings. 

To some this policy might seem just as contradictory as 
the theory once proposed of “eat and grow thin.” But I 
know of many retailers who have proved to their own com- 
plete satisfaction that such policy has increased their sell- 
ing efficiency and reduced their employee turn-over. The 
increase of the annual sales of their more competent sales- 
people has reduced the ratio of the many other retail costs 
that are fixed costs. 

In addition to increasing efficiency through attracting 
more competent salespeople to. their stores by offering 
them more adequate compensation, many retailers have 
been able to increase the productivity of such salespeople 
by more efficient planning of their selling activities. 


How to Expedite Selling 


Let us examine some of the elements of selling and , 


consider how its process can be speeded up and made 
more efficient. However, I am here again considering in- 
crease in selling efficiency principally from the customer's 
point of view. First let us re-examine briefly some of the 
efficiencies of other functions of retailing that I have 
previously discussed, that also increase selling efficiency. 

1. Stock Maintenance. In Chapter III, I discussed the 
importance of setting up, adequate buying budgets to main- 
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tain the proper balance between stock on hand and sales. 
I demonstrated in Chapter VI that the top-heavy inventory 
condition of so many small stores, in particular, prevents 
these stores from maintaining complete size schedules and 
assortments that are so necessary for expeditious selling. 
I also pointed out that an excessive rate of turnover also 
often prevents stores from maintaining complete and ade- 
quate stocks. 

In Chapters VI to VIII, I explained that stores are able 
to maintain more complete stocks by concentrating on 
fewer price lines, fewer kinds of merchandise, by confining 
their business to men’s, women's or children’s merchan- 
dise, to either conservative or high style merchandise, and 
by buying from fewer factories or wholesalers. 

I demonstrated in Chapter VIII that a three-season buy- 
ing plan enables wearing apparel stores to spread their 
purchases more uniformly in a manner that insures more 
adequate stocks. The constant maintenance of complete 
stocks eliminates the necessity of forced selling by sales- 
people, which slows up selling and is so objectionable to 
customers. 

2. Department Arrangement. Now let us consider some 
other means of expediting selling. The location and physi- 
cal layout of departments is important. I explained in 
Chapter X why a ‘store or department cannot ‘properly 
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RECORDER REPORTS TO THE INDUSTRY 
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The _ 1945 civilian shoe production program is being aimed at a figure 
slightly less than the number of pairs that were programmed for this year. 
Present production estimates for the coming year are 347,424,000 pairs of 
rationed shoes and 73,432,000 pairs of non-rationed footwear. This total pro- 
gram of about 421,000,000 pairs is approximately 2,000,000 less than the planned 
production of 425,000,000 for the current year. 

The non—rationed category for 1945 includes 20 ,000 ,000 
pairs of sneaker type athletic shoes. -It may not be possible to have this exact 
quantity produced but OCR officials are exerting all the effort possible behind 
this program to return this type of footwear to the market. 

~ The 1945 program also represents a decrease in men's, boys', and 
youths' shoes as compared with the 1944 planned production. Women's shoes re- 
main about the same and marked increases are noted in the misses' and children's 


and infants' classifications. 


* * * 

Exports of hides and skins from Argentina during the first six months 
of 1944 varied less than one-and-one-half per cent compared with the 1940-43 
average for the same months, but radical changes were recorded in -individual 
classifications, according to the Department of Commerce. 

Shipments of salted cattlehides decreased by 14 per cent and goatskins 
by 12 per cent while dressed hides increased 169 per cent and heepakins 61 per 
cent. Little change was recorded for horsehides. 

Incidentally, although reports have been eisoulated: that all Argentine 
hides imported into the United States are for the Russian lend—lease account, 
actually this is not the case. All finished leather from Argentina does go to 
Russia under lend—lease, but raw hides imported into the United States are pri- 
ae for use in this country. 

"The latent dynamite in diplomatic relations’ with Argentina has delayed 
tne departure of Ed Meltzer, OCR shoe repair chief, for that country. If his” 
passage. ig finally cleared he will take over the FEA mission in Buenos Aires, | 
replacing Emory Holderness, United States Leather Co., who has been supervising: 
the: exports: of -hides and leather from Argentina as per the United States agree- 
ment with the South American requbise:. 


* 

OPA will very likely permit a eile? release of stagnant stocks of 
shoes around January 1. The retail trade has been urging such a move on the 
grounds that many of these stocks have been on the shelves a year or more and — 
‘are contributing nothing to the civilian economy, whereas, if they were released 
from rationing; the public would get the benefit of these shoes. 


* * * 
WPB that the liberalizing amendment to M-217 affecting 
price line production quotas of lower-priced shoes will increase the supply of 
rationed shoes. Some manufacturers who have been frozen at unreasonably low 
price lines have been concentrating on non—rationed shoes and under the amend—— 
ment it should again be profitable for these manufacturers to go back into 


‘sationed shoe production. 


The Department of Commerce reports that the tanning industry estab- _ 
lished. in French Morocco five years ago has experiencing diffi- 
culties during war years, is ex- of bed PruRN TO PAGE 58, PLEASE}. 
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Improved Visibility 
Store 


Above: General view of Steigerwalt’s new lighting system 


which helps to create a cheerful shopping atmosphere. 
Right: The customer can make quick and color 
selections under the new modernized x 


STEIGERWALT'S, retailers of high 
gtade shoes for the past 68 years and 
one of the most widely known Chest- 
nut Street shops ii Philadelphia, Pa., 
have instituted renovations, the first 
phase of their post-war program, that 
enhance the attractive and inviting at- 
mosphere in their shop. 


44 


One of the outstanding benefits 
gained in the modernization of the 
sales floor was the improved visibility 
conditions resulting from the installa- 
tion of a new lighting system. Four- 
teen fluorescent lighting fixtures, each 
containing two 40-watt lamps, have 
been installed to replace old fixtures 


of lower efficiency. The new ones 
have diffusing glass to eliminate high 
brightness and louvered bottoms to 
permit a high degree of direct light- 
ing. The increased level of illumina- 
tion eliminates shadows in all areas 
and adds considerably to making the 
interior of the shop an extremely 
cheerful environment for both custo- 
mers and employees. It also enables 
each customer to make a quick and 
more positive selection in the style 
and color of a purchase. 

Employees have found a great sat- 
isfaction in the modernized lighting 
because it provides better visibility 
for selecting sizes and lasts, pointing 
out certain qualities of shoes to cus- 
tomers, and improves vision for 
writing sales slips. 
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Christmas atmosphere in a simple but effective display achieved by means of a holly wreath, 


Christmas bells and holly. 


See text for details of construction. 


Christmas Windows Have a Patriotic Flavor 


SToRE windows this year will reflect 
a new spirit of confidence and expec- 
tation. Settings which will back up 
presentations of merchandise for this 
year’s Christmas shopping will pos- 
sess to a certain degree a patriotic 
atmosphere. National colors—red, 
white and blue—will be seen every- 
where, in addition to, or in place of 
the traditional Christmas colors of 
red and green. 

Display materials now being sold 
for Christmas settings reflect this 
trend. The window display man will 
work out his own ways of making the 


most of this treatment, and indica- 
tions are that this holiday season will 
carry with it some of the finest and 
most spectacular settings installed in 
many years. © 

Because shoe stores carry a limited 
amount of merchandise suitable for 
Christmas gifts, the manager of the 
store and the display manager will 
have to put their best efforts forth to 
present slippers, hosiery, bags, shoes, 
moccasins, shoe trees, polish kits in a 
manner which will appeal to the pub- 
lic. Shoe boxes may be wrapped with 
fancy Christmas paper, tied with 


A holiday setting which uses a curtain draping in the background is 
easily constructed at small cost. Details in the text of this article. 
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bright ribbon, and carry greeting 
cards and sprays of holly. Gift cer- 
lificates may be played up to advan- 
tage also. 

A group of shoes and accessories 
with a few price tickets no longer 
constitute a good footwear display. 
Shoes should be dramatized; displays 
must pack a punch to do their best 
work. Color schemes and designs 
must be chosen carefully; sets must 
be planned and produced to coincide 
with the season of the year, the par- 
ticular event which is being featured, 
and the color of the shoes. Settings 
must never overshadow the merchan- 
dise on display. Each shoe must stand 
out by itself. A setting may be realis- 
tic, decorative or symbolic, but which- 
ever it is, it should tie in with the 
merchandise, frame the merchandise, 
but never detract from it. 

We show here two simple but effec- 
tive settings which can be produced 
with small expense. They will serve 
the purpose of presenting your mer- 
chandise attractively and efficiently. 
For the dealer who desires a simple 
setting with appropriate color and 
design and a real Christmas atmos- 
phere, the large sketch with the 
curved background will be most ef- 
fective. The backing is made of wall- 
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Evaline knows a fine finish when she sees it! 


So do Brogi and Jimmy Pig . . . and _ ishes. And at that, the finish is only the 
they’re proud of their work. No one can _ visible sign of the through and through 
be around the Evans tannery, or work quality that makes Evans Leathers the 
with Evans Leathers very long without constant choice of shoe manufacturers 


acquiring an appreciation for fine fin- who take pride in their products. 


Est. 1857 


Boot and Shoe Recorder 


EVANS & COMPANY CAMBEN, NEW JERSEY om 


a 
be 
mi 
bu 
ce 
uf 
co 
ha 
$0) 
th 
to 
sh 
T 
pr 
fa 
to 
De 


the 


ugh 
the 


rers 


rder 


a 


SHOE SALES PICK UP 
IN DETROIT 


THE slow slump of the last two to 


three months in Detroit shoe trade ap-_ 


pears to have been reversed, from re- 
ports of leading retailers. Signs of a 
pick-up were apparent a month ago, 
especially in the children’s depart- 
ments, where business never dropped 
very much. 

Volume is not great; retailers in- 
dicate that present volume is under a 
year ago, but this is a result of the 
general stock situation and low in- 
ventories rather than of any lack of 


» demand, which still outruns supply in 


the market as a whole. The total 
trade condition is brisk, with non-ra- 
tioned shoes an important factor. 

In fact, non-rationed shoes have 
proved a puzzle to plenty merchants, 
who started with the view that they 
should reduce their buying in these 
lines, lest they be caught with a 
sizable inventory when government re- 
strictions were lifted. With a constant 
and growing demand, however, they 
have had to start buying again, and 
a modest increase in store stocks is 
reported as a result, giving customers 
a better selection. 

One significant factor that retailers 
believed would be almost entirely 
missing this year was Christmas gift 
buying in the shoe field. Instead, 
merchants are putting in special ac- 
cessory lines which will serve to make 
up for this lost trade. Novelty lines, 
costume jewelry, and such staples as 
handbags are among the choices of 
some stores. One suggestion was that 
the types and volume of non-rationed 
shoes that have been sold have tended 
to cut off the usual flow of the holiday 
slipper trade. 


Customer demand is strong on pat- 
ent leather, although the supply is 
short. Fancier patterns in men’s shoes 
than have been in great demand for 
some time are receiving attention. 
Two-tones are wanted once again, 
extending well into Winter trade. 

Ease of selling in the upper bracket 
price lines continues, with lower 
priced merchandise moving much 
more slowly by comparison. 


Advertising of stores is at a satis- 
factory level, with much space devoted 
to the War Chest and Sixth War Loan 
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drives. Emphasis in styles is signifi- 
cantly upon plainer patterns in wo- 
men’s shoes. 

Store operating problems remain in 
status quo, with a bad help shortage, 
despite whatever increased volume 
the Christmas trade brings. 


CHRISTMAS SLIPPERS 
SELLING IN BOSTON 


As early as the second week in No- 
vember, many Boston shoe stores be- 
gan to promote slippers as Christmas 
gifts complete with holiday wrap- 
pings. Gift certificates also were 
much in evidence. 

Multicolor fabric slippers, with 
others in solid, bright colors have met 
with a favorable response at the W. L. 
Douglas store on Summer Street, as 
have a wide array of slipper types in 
the Crosby store nearby. Included in 
the array are shearlings in blue, 
white, red and black; beaded moc- 
casins with brown furred collars; and 
sandal types, also in bright colors, 
with white fur trim. 

On Tremont Street, the Solby-Bayes 
store, in addition to staple styles, is 
featuring shearling-lined leather slip- 

d’Orsays in black and brown, 
and bright-colored slippers of high- 
piled fabric. The Nisley store dis- 
plays fabric slippers in pink, blue 
and red — some trimmed with fur, 
others plain. 

Unrelated merchandise to lure the 
holiday shopper is shown in several 
store windows, though it is reported 
that sales have not yet been brisk. 
The Arlace store is pushing hand- 
painted leather flowers designed in 


See - worthy! 


ter 


Porthole perforations in backless 
pumps are featured by Himelhoch's, 


the larger sizes for use as hair orna- 
ments, and in smaller sizes, for use 
as earrings. This store has a line of 
bright-colored, knitted mittens in 
plain, two-tone and multi-color ef- 
fects. The Selby store is offering ear- 
rings and lapel ornaments of lac- 
quered metal and colored glass in 
many colors. 

In dress shoes largest demand is 
still for black with suede in the lead. 
The Joseph Antell store gives first 
place to black suede, with smooth 
black leather, brown reptile and com- 
binations of suede and. smooth 
leather, in that order. The Selby store 
finds the largest demand for black 
suede and black genuine patent; 
while at Thayer McNeil it’s black 
suede in half a dozen different pat- 
terns, followed by black and brown 
calf. 

Reptilian leathers, simulated or 
genuine, are also selling well in the 
vast majority of stores in the shop- 
ping center. The demand still cen- 
ters in the medium to top grades 
with a continuing accumulation of 
lower grades creating a problem 
which awaits solution. 

* 


COLOR LEADS MIAMI SALES 
SHOE merchants in Miami hendling 


higher priced and more exclusive 
lines are saying that as Northern 
visitors return for the Winter season 
their first call is for a colored shoe. 
Since colors have been released these 
are eagerly picked up. It used to be 
that the first shoe a woman bought 
after arriving in Miami was white; 
now she is trying to make the white 
footwear of other seasons hold over 
and is attempting to use her last cou- 
pon for something colorful. 

The recent showing of Florida 
Fashion Mart at Tampa, attended by 
hundreds of buyers from all over the 
country, showed that women are lean- 
ing strongly to femininity in their 
clothes. Resort wear fashions for the 
coming Spring emphasize clever de- 
tailing, and there were enough dress- 
up suits and frocks te show a strong 
trend toward dressiness. This was ap- 
parent even in play clothes and is 
reflected in shoe sales. 

Over on Miami Beach I. Miller is 
doing well with an open toe, sling 
back sandal. In white suede it sells 
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at $16.95 and in brown snake at 
$18.95. Matching bags are available. 

At Cowen’s, Miami, they declare 
it’s to be a spectator season, and fea- 
ture two smart lines at $10.95 and 
$12.95. 

All the chain stores have been fea- 
turing dress-up shoes in their adver- 
tisements, a noted departure from 
previous announcements of colored 
play shoes. 

The old-time favorite with school 
and college girls, the saddle oxford, 
has returned. From the inroads made 
on all stocks as soon as their arrival 
was announced, it looks as though 
many family coupons had been saved 


for just these shoes. 

Resorters are arriving daily by the 
hundreds and shoe men report that 
many women, and men, too, have 
saved their ration stamps expecting to 
find something very new and different 
in shoes when they reached here. 

* # # 


DEMAND FOR COLLEGE 
TYPES IN BALTIMORE 


DURING the past month, when the 
Baltimore Shoe Dealers’ Association 
got together, the boys in making com- 
parisons, revealed collectively this 
trend in consumer preferences: 

There has been a steady demand 
for tiny tots’, young children’s and 
college type shoes generally. The 
need for baby items seems greater 
since production now is less than in 
1940, and the present crop of babies 
is larger than before the war. 

Because restrictions have been lift- 
ed on saddle oxfords with rubber 
soles, one retail store, in particular, 
has obtained a supply and reports a 
steady demand for them. This may 
be due to the fact that Baltimore is a 
city of many educational institutions. 
Since several schools are close to the 
shopping area, collegiate wants in 
footwear and other items are felt by 
most stores. Students prefer comfort- 
able, knock-about types of footwear, 
hence the popularity of the saddle. 

Suedes and doeskins, especially in 
black, are good everywhere. Open 
toes and sling backs lead. There is 
still a persistent demand for moc- 


casin-type items which are still dif- 
ficult to obtain. 

Keeping steady pace with last 
month is the number of calls for dress 
shoes with low heels, for war-working 
women and Red Cross volunteers. Al- 
ligators for which there has been a 
rising demand, are still hard to ob- 
tain, and one store reports that the 
small amount received recently was 
sold almost immediately. Re-orders 
are difficult to obtain. 

Hahn’s on West Lexington Street 
are beginning to show Christmas gift 
merchandise. Gay, colorful boudoir 
slippers are being promoted, although 
on somewhat a smaller scale than in 
other years. 

Dalsheimer, always stressing the 
utilitarian, featured a walking shoe re- 
cently, emphasizing its comfort for 
every wear. Hess also showed smart, 
comfortable, utilitarian styles in black 
or brown suede. A closed toe walk- 
ing pump took honors at the Hub. 

** * 


BUSINESS SPURTS IN 
CHICAGO 


As shoe stamp No. 3 became valid, 
different types of departments and 
shops in Chicage experienced varying 
reactions. While November started 
out quietly, business soon gained 
momentum and several stores report- 
ed the second and third Saturdays 
the largest in their operation since 
June of 1943. In the main, high 
priced quality houses, while they 
found business accelerated to some 
extent, did not have the decided in- 
crease that was found in the popu- 
lar-priced brackets. 

An interesting commentary on the 
stamp situation is to be found in the 
fact that more No. 2's were turned in 


by mature women, while in the sale 
of young people’s shoes No. 3’s show 
ed up almost exclusively. The man- 
ager of a shop where more conserva- 
tive styles are featured said, “The 
present situation convinces me that 
it’s the women who save money and 
the men who spend it. For the great 
preponderance of our selling since 
November 1 was done on No. 2 stamps 
—proof that women retain a backlog, 
a reserve to call on should an emer- 
gency arise.” 

In those shops and departments 
where young styles and medium 
priced merchandise are stressed, it 
was the No. 3 stamp which showed up 
continuously. And this, too, is a psy- 
chological reflection. For the young 
people don’t worry about tomorrow, 
but spend with a free hand while 
their elders look to the future and are 
more careful with their expenditures, 
whether in money or in ration stamps. 

Marshall Field’s showed colored 
footwear—bright kidskin sandals and 
the new high wedge draped suede 
sandal, with the slotted sole through 
which fabric to match the gown can 
be drawn. In both high priced and 
in the lower brackets Field’s have 
found the sling pump to be the most 
popular type at present. Available in 
both low and high heels, in a variety 
of leathers, this is the shoe that is 
“going to town.” 

Florsheim has stressed suedes and 


finds a heavier demand than can be 
met in spite of a large assortment of 
blacks and browns. Smart d’Orsays, 
their vamps finely pin-dotted with 
perforations, have proved popular. 
High fronts, some with small toe 
openings, are also popular on medium 
heels. 

Flats begin to take on added fash- 
ion significance as both young girls 
and mature women are wearing them. 
O’Connor & Goldberg have been do- 
ing a consistent job with these in 
suede and calfskin, in sling-backs and 
gypsy seam stepins. Built-up leather 
heels on walking shoes have recently 
been featured by Stevens with mark- 
ed success. High front stepins, clas- 
sic pumps and strap pumps, all have 
been popular. 
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FOR USE DURING TREATMENT OF ATHLETE'S FOOT 
NEEDED BY MILLIONS—SELLS ON SIGHT 


fhe moment you see Dr. Scholl’s revolutionary new pro- 
tective HALF-TWIST Bandages for Athlete’s Foot, you 
will sense their big sales possibilities. An additional sale 
with each Athlete’s Foot Remedy. Heretofore, millions 
of sufferers from Athlete’s Foot had no adequate protec- 
tive bandage while treating this malady—so highly im- 
portant as an aid in controlling it and shortening its 
duration. But now, the problem is solved in a simple, 
most effective and economical way—with Dr. Scholl’s 
HALF-TWIST Bandages for Athlete's Foot. It is a ready- 
cut, tubular knitted, sterilized-when-packed, soft gauze 
bandage which instantly makes a stocking-like dressing 
as illustrated. Each package includes narrow adhesive 
strips for holding bandages in place after applied. 

It makes a neat, protective bandage without any bulk 
under the stocking. Worn invisibly. Fits any foot. Econ- 
omical enough to wear once and throw away! Can be 
boiled and re-used if desired. Also used for wet dressings. 
Dr. Scholl’s HALF-TWIST Bandages for Athlete’s Foot 
have an immediate eye and economy appeal. To display 
them is to sell them. Packed 2 in a carton, includiag 
4 adhesive strips. Retail, 10¢ package. 

Manufa d under Surgitube Patent No. 2-526-997 and distributed by 
THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St., Chicago 62 W. 14th St, New York 
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Has all the value of 
old-time bandages, 


disadvantages! 


with none of their 


MAKES STOCKING-LIKE BANDAGE INSTANTLY —NO BULK! 


Slip half of the 
tubular knitted 
bandage over 
foot and give it 
aHALF-TWIST 
as shown at the 
left. . . then draw other half of bandage over the 
first part, as shown at the right, and presto—it’s com- 
plete as illustrated at the top. 


ALSO SPECIAL SIZE FOR 
FINGERS AND TOES 
The neatest bandage you ever 


adhesive strips for keeping ‘| 
in place. Retail, 25¢ ‘ 
box. Wholesale $2.00 dozen. 
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Sling Pump Acceptance Continues 
te Grow; Navy important 


A.ruoucn sandal versions of women’s footwear caused 
a considerable stir in buyers’ conversations during the 
recent National Shoe Fair here, all manufacturers do not 
concur that these will be the outstanding best sellers dur- 
ing the Spring season. There are those who believe that 
the sandal is not universally becoming and for this reason 
not acceptable to the majority. 

The present (and constantly growing) enthusiasm with 
which the sling-back shoe has been accepted is largely due 
to the fact that practically every type of foot is flattered 
by it. It shortens the length, it is comfortable, gives good 
support and it meets both a dressy and a tailored need. 
It looks as well with a closed as with an open toe, and is 
adaptable to both high and low heels. Thus these pro- 
ponents maintain that the sling-back still has a long and 
successful life ahead of it. . 

Although some work has been started on two-tone spec- 
tators, it will be some time before they get into real vol- 
ume. They accounted for a great deal of business last 
summer, but some men believe that in 1945 women may 
hesitate longer to give up a ration stamp for them since 
many customers were dissatisfied with the fabric uppers 
(chiefly because they cost a stamp). As there seems little 
likelihood that releases will be granted to allow two-tones 
to be made entirely of leather, there is speculation as to 
whether it may not be more satisfactory to make the fabric 
uppers (with leather trims) on synthetic soles, whereby 
they will be ration-free. Synthetic soles have been con- 
siderably improved in a year’s time. They not only look 
better but the construction is such that they wear more 
satisfactorily. All white suedes are a Summer shoe being 
worked on, but production is largely handicapped by lack 
of leathers. For the conservative trade which has been 
accustomed to Summer shoes of white kid, there will be 
small pickings because of the scarcity of this leather. 

Navy is everywhere spoken of as the important color for 

1945. The absence of it since rationing will send women 
to buy it in large quantities, long before they will even 
consider giving up a ration stamp for red or green, they 
say. Although it is admitted that the gay colors will pep 
up the stocks of retailers, nevertheless manufacturers 
emphasize that dealers should be wary of letting their 
judgment be “colored” by their enthusiasm for the new 
and the novel. There is one saving grace and that is that 
color will not be available in huge quantities in all likeli- 
hood. Thus the over-enthusiastic retailer will be guarded 
against his own possible indiscretions by the exigencies 
of industry conditions. 

Those old-time perennial Spring favorites, black patent 
and navy calf, will be the main attraction of the fashion 
stage and the retailer who is able to get sufficient of these 


New England Factories Busy; Buyers 
Ask Early Deliveries 


THE vast majority of New England shoe manufacturers 
making medium and higher grade shoes, fully booked with 
business as a result of the buying done not only at the 
National Shoe Fair but elsewhere by the traveling sales- 
man fraternity, are now beginning to worry about making 
shipments at the times specified by buyers. 

Buying hesitation, just beginning to be evident during 
October, has vanished as merchants throughout the coun- 
try apparently reached an almost simultaneous conclusion 
that the rationing program is not to be given up, all rumors 
to the contrary notwithstanding. Having come to this con- 
clusion, what might be termed panic-ordering is being 
indulged in and orders placed today carry delivery dates 
well in advance of actual seasonal requirements. 

An example of this was the type of buying done, or 
attempted, at least, at the Travel Saving Shoe Show held 
at the Parker House in Boston during the week ended 
November 18. New England merchants, manufacturers 
reported, were asking for delivery of all whites as early 
as February, rarely later than March. Casual types are 
wanted as soon as possible, preferably before March 1. 
The call for dress types in women’s shoes centered around 
open-toe pumps and sling-back sandal types and, while 
there was intense interest shown in high colors, few mer- 
chants did more than nibble at them, realizing that if they 
accepted delivery it would be at the expense of the more 
staple browns, black and white. 

The show was participated in by 125 companies, 70 per 
cent of of whom were women’s manufacturers—the remain- 
der men’s, with a few children’s. Salesmen reported a 
tremendous interest in patent leather but were, of course, 
unable to accept more than a fraction of the orders offered, 
since their allotments of patent leather shoes have been 
cut sharply. One salesman for a New England house 
reported that he was allowed to accept orders for nine 
pairs of patent leather shoes with every 100 pairs of 
shoes of other materials. ’ 

In the field of shoe materials this popularity of patent 
leather has made for a field day among manufacturers 
of patent fabric and more than 100 per cent of normal 
capacity could easily be achieved if more workers were 
available. 

Otherwise, the leather market is unchanged except in a 
few spots. There continues to be a stringent shortage of 
heavy sole leather and a corresponding accumulation of 
the light-weights, particularly those which are of poor 
quality. There is a little more calf leather available, or 
has been recently, at least, but the demand is still much 
greater than any possible supply. Suede, no matter what 
the leather is, is extremely hard to get in any quantity 
and factory leather buyers shop from store to store much 
as the average civilian does when in search of his favorite 
brand of cigarettes. 
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me The Hu-Val Method turns the sharp edges of plastic soles into smooth-finished 
ir. 
are rolled edges and gives them a definite platform effect. This platform look was 
4, an extra discovery, and its present importance almost overshadows the success 
~~ of the amazing process itself. In this better way of applying plastic soles to 
4 women’s shoes, International has hit upon a style feature that makes 
Hu-Val-sole shoes a fashion sensation. And the recent removal of color 
> restrictions will soon make possible a galaxy of stunning new color 
“ combinations for a variety of high-style patterns. y 
Was the t0Gt on Plastic Soles 
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m MEE les appearance Smooth, rc edges that will not nick or scar. 
of prove wearing qualities equal to sole leather. 
of and resilient. Gives cushion effect. 
Low carbon content. Will abt mark or mar floors. 
B Waterproof. A non-conductor of heat and cold... 
cooler in summer. 
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To Survey Need 
Of New Pricing Method 


On recommendation of the Shoe 
Manufacturers Industry Advisory 
Committee, OPA expects to undertake 
a survey to determine whether need 
exists for new price regulations to 
supersede the present pricing meth- 
ods for shoes. At present shoe prices 
are frozen under the General Maxi- 
mum Price Regulation at the sellers’ 
levels prevailing as of March, 1942. 
Industry spokesmen have maintained 
that changing conditions necessitate 
a more flexible pricing method. OPA 
plans to undertake the survey as soon 
as it is approved by the Bureau of 
the Budget. 


Some Pigskin Shoes 
Released from Rationing 


Future production of shoes con- 
taining no leather, other than a speci- 
fied quality of pigskin used in the 
uppers, will be classed as non- 
rationed, the Office of Price Admin- 
istration announced November 24. 

The pigskin leather that may be 
used for the non-rationed shoes is a 
grade known in the trade as “pig 
strip,” or “bacon-rind,” and is largely 
a wartime development. 

OPA cautioned that these non- 
rationed shoes will not be available 
in any quantity for some time, as 
very little of the raw material is now 
being tanned into leather. However, 
industry members and government 
officials are hopeful that as much as 
17 to 20 million square feet of the 
leather annually—which would mean 
a possible 12 to 15 million pairs of 
shoes—can be made available if of- 
fered to the trade on a non-rationed 
basis. 


Urge Hunters to Deliver 
Deer Hides to Industry 


Because deerskins continue to be 
an important source of war material, 
the War Production Board and the 
Fish and Wildlife Service of the De- 
partment of the Interior recently re- 
newed their appeal to deer hunters 
to turn all deer hides obtained this 
season into commercial channels for 


the manufacture of military equip- 


ment. 

During the last year, deerhide 
leather has proved to be the only 
suitable material for such purposes 
as high altitude flying gloves. When 
other military requirements exceeded 
the supply of deerhides, trials of sub- 
stitute leathers proved them to be 
unsatisfactory for these gloves. 

The needs of the Army and of the 
Air Forces for deerskin gloves are 
still great. Although it is not possible 
at this time to forecast exactly the 
volume of actual requirements for 
1945, any reduction in the supply of 
this important material in anticipation 
of favorable military developments 
might create a serious shortage, the 
two agencies said. 

Set Ceilings on Surplus 
Service Shoes 

Ceiling prices were established by 
OPA on Nov. 24 on two types of 
men’s army service shoes, which the 
Procurement Division of the Treasury 
Department proposes to sell for ci- 
vilian use. 

These shoes, which have been .de- 
clared surplus by the Army, are new 
and of superior quality and will be 
sold as work shoes as they are the 
regular Army high shoes. It is ex- 
pected that as time goes on large 
quantities of these shoes will be dis- 
posed of. Ration stamps will be re- 
quired for the purchase of the shoes. 

The ceilings, effective Nov. 24, are 
$6.50 a pair at retail; semi, $4.36 a 
pair at wholesale and $3.60 a pair on 
sales by Treasury Procurement to 
wholesalers. 

The two types of shoes affected are 
(1) leather sole and leather tap over 
the sole and (2) leather sole and out- 
side rubber tap over the sole. Both 
types are further described as russet 
tan shoes, straight tip, and with bel- 
lows tongue. 

The $3.60 ceiling to wholesalers 
represents the average cost of acqui- 
sition to the Army. The ceilings of 
wholesale and retail distributers per- 
mit normal margins, OPA said. On 
any sales to retailers, whether by 
wholesalers or direct by Treasury Pro- 
curement Division, the invoice must 


set forth the retail ceiling price. 


Study Production Possibili- 
ties in Children’s Shoes 


Moving to put an end to the chil- 
dren’s shoe shortage, WPB, on Nov, 
23, sent a telegram to approximately 
150 manufacturers of children’s shoes. 
The telegram, which is the first step 
toward remedying the production 
problems in the factories, whether 
they are caused by shortages of leath- 
er or manpower asks whether both 
rationed and non-rationed infants’, 
misses’ and children’s footwear pro- 
duction is now at capacity regardless 
of quota, and if not whether man- 
power is retarding production or if 
inability to obtain leather is causing 
the difficulty. It also asks how much 
production of this rationed and non- 
rationed footwear could be increased 
over present levels if manpower and 


leather were made available and says 


it is necessary that all types of chil- 
dren’s shoe production be accelerated 
immediately and increased nationally 
over-all by 20 per cent. 

Manufacturers who have received 
these telegrams are urged to supply 
the requested information immediate- 
ly, as it is necessary for WPB to have 
accurate information before the prop- 
er steps can be taken to obtain addi- 
tional manpower or leather. The 20 
per cent increase in production is re- 
garded as a “must” by WPB. 


Louse-Proof Overshoe 
For Typhus Areas 


A louse-proof overshoe has been 
added to the list of footwear available 
to Uncle Sam’s fighting men. 

Similar in appearance to a Navy 
sea-boot, the new Army overshoe, pro- 
cured by the Quartermaster Corps for 
use of troops as protection against 
the typhus-bearing louse, is about the 
height of an ordinary four-buckle 
overshoe. It is made entirely of rub- 
ber and has a drawstring at the top 
for tight adjustment. 

Known as the anti-louse overshoe, 
it forms a part of a protective work- 
suit worn by soldiers carrying out 
clean-up operations in suspected 
typhus-infested areas. The Quarter- 
master Corps has already contracted 
for several thousand pairs. 
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Nearly 4,000,000 pairs of 
high-style and play shoes— 
non-rationed and rationed 
—already feature the 
BURKART SOLE. Typical 
of the mounting number of 
alert manufacturers now 
using the easy-to-work 
BURKART SOLE, are the 
Jay Shoe Manufacturing Co., 
of Cambridge, Mass., and the 
Milius Shoe Co., of St. Louis, 


Rigidly laboratory and wear tested, 
| the BURKART SOLE is elastic, 
" tough, and long wearing. This new 
type sole is ideal for high-style, 
! faille, gabardine, and other fabric 
4 models. BURKART SOLE meets 
. all specifications of W. P. B. Spec. 
re M-217 for Substitute Soles, It is 
furnished in triple-ply, 14” x 2044” 
4 sheets. 


LY Write immediately for complete information on abrasion, 
i crackiness, absorption, tackiness, and stitch-tear tests of 

4 the BURKART SOLE. Developed by one of the world’s 

+4 largest makers of insulation and fiber products, the 
| BURKART SOLE is right... and so is its price. 


F. BURKART MFG. CO. 


4900 N. SECOND ST, + ST. LOUIS 7, MO. 


DISTRIBUTED BY 
THE JOHN HARVEY LEATHER COMPANY 

Offices: 327 Arch St., Philadelphia 6, Pa. . . 1604 Locust St., St, Lovis 3, Mo. 

1012 WN, Third St., Milwaukee 3, Wis, 

AGENTS 


£&. D. BROOKS COMPANY 
30 South St., Boston 11, Mass. 


GITTERMAN & CO. ~ 
171 Madison Ave. 16, New York 


Christmas Windows 


[CONTINUED FROM PAGE 47] 


board 3/16 in. thick, made in two sem 
tions, split vertically down the cente 
This is braced at the back with 1 x} 
wood strips and is painted with wate 
color or covered with material. Colg 
can be light blue, white or green. Tig 
three niches at each side are backeg 
up with curved.shell cut-outs made @ 
wallboard. These may be painted silvg 
or gold. J 

The end plateaus are made from 
boards one foot wide nailed togetha 
and painted or covered. The platform” 
is treated in the same manner. A large 
green holly wreath, beils tied with rij 
bon and holly, and sprigs of holly am 
the base complete the set. 

Many shoe stores use draped cam 
tains for backgrounds. The smalig 
sketch shows a display of this typ 
although it may be used with a woods 
or painted background as well. A cing 
is cut from wallboard to suit the pm 
portions of the window space. Two sia 
sections are cut out and attached @ 
each side of the circle. Cover or palm 
as in the display above. Braces at i 
back will be necessary to hold the back 
ground in an upright position and @ 
raise it from the floor in order to pr 
vide enough slanting position for 
three display boards which extend Wim 
the glass of the window. These boardaa™ 
on which the merchandise is displayed, 
are treated in the same way as them 
circle. They are attached to the circa 
with long wire nails which hold themj : 
in position. 

A conical Christmas tree is placed om 
the center board. This is wrapped withk 
Princess Pine roping, and red holly bem 
ries are attached. Behind this, agains} 
the circle, are sprays of artificial holl¥j 
A cut-out silver star can be attached (iy 
the top of the tree. A holly wreath calm 
be placed at each side by suspending & 
from the back of the window with® 
wide ribbon of red taffeta. Pedestal 
at each side complete the setting. 


Party Sells Over 
$1,000,000 in Bonds 


New York—Over $1,000,000 wa 
subscribed for the purchase of Waly 
Bonds at a cocktail party and bonny 
rally held recently at Hotel McAlpim 
here, in connection with the opening EE 
the Sixth War Loan Drive. The rales 
was sponsored by the shoe and alligg 
trades, including the Shoe Manufa® 
turers’ Board of Trade of New Yous 
the Nationa] Slipper and Play Shou 
Manufacturers’ Association, the Shem 
Wholesalers Employers’ Association” 
the Stitchdown Shoe 
Association and the Shoe Club of New 
York. 

The party was tendered to Benjami” 
Seligman of Seligman & Seligman. Belay 
Schwartz and Harold Gessner were iE 
charge of arrangements for the evel: 
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pal JAY SHOE MANUFACTURING CO. 

CAMBRIDGE, MASS. 
PRESENTS: The LUXURY Stride 

4 

MILIUS SHOE COMPANY 

$T. LOUIS, MO. 
PRESENTS: The LIFE Stride 
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Compo tech- 


nique is proving 
so helpful to 
our licensees in 
maintaining the 
smart style and 
comfort of their 
shoes in 
spite of | 
trying wartime 
conditions. To- 
day as always, 
when the name 
behind the name 


is Compo... 
the shoe is a 
better shoe. 


Compo Shoe Machinery 


To Promote Bond Sales 


For Tiberty and 


Peace on Earth 


General use poster that combines Chris}. 
mes and patriotic appeal for use in m 
tall stores during Sixth War Loan Drive 
Comes in three sizes, 10x14, 22x28 an 
28Vax4u inches. Available to retailer 
through loca: War Finance Committe, 


Spring Styles Shown 
In Indianapolis 

INDIANAPOLIS, IND.—The twenty-see- 
ond annual Shoe Buyers’ Week, spon 
sored by the Indiana Shoe Travelers 
Association in the Claypool Hotel, at- 
tracted a large crowd of shoe retailers. 
E. C. Smeltzer, chairman of the event, 
reported the largest showing of foot 
wear in the history of the organiza- 
tion. Visitors from all parts of Indi- 
ana and adjoining states crowded the 
display rooms on the opening day. 

The Spring lines showed new styles 
and fresh interest. On display were 
some new patterns with wider toes and 
synthetic soles, some two-tones with 
new stitching treatments. From all ap- 
pearances there will be no shortage of 
ventilated shoes. 

Navy blue was popular with retail- 
ers catering to the feminine trade, and 
such colors as bright red and green 
were also in the spotlight. Open types 
were predominant in sling pumps and 
sandalized slings of all types. Patent 
leather was much in evidence in all 
styles, with alligator leathers very 
predominant. Tans and tan combina 
tions drew much attention. Lattice 


Colors Favored at 
Des Moines Showing 


Des Moines, lowa—The return of 
chartreuse, yellow, orchid, crimson, 
cream and green leather sandals with 
leather soles aroused an anticipation of 
Spring as shoe men visited exhibits at 
the Iowa Victory Shoe Show held in 
the Fort Des Moines Hotel, here, re- 
cently. Exhibited for the first time 
since the war, the pastel tones were set 
off by nail-head designs. 


“Porthole” sport shoes for men were 
recommended as suitable for hot 
weather wear. Two-tone shoes with 
synthetic soles which have been re- 
leased by the War Production Board 
were featured exhibits. Shoe men gen- 
erally agreed that, although civilians 
have gone overboard for the military 
type shoes, returning servicemen will 
be interested in fancier types. 


A large proportion of Spring and 
Summer styles for women will be 
wedgies in two-tones, shoe men said. 


types of high riding vamps and high 
heels attracted the attention of buyers. 


Washington Newsreel 
(Continued from page 42) 
pected to show progress when more 

normal economic conditions prevail. 
Raw materials such as box calf and 
kid are fairly abundant but difficulty 
has been encountered in obtaining tan- 
ning extract and leather dyes. 


Directives 9 and 10 to Order M-310, 
which were in effect during October, 
have proven beneficial to shoe manv- 
facturers by making more sole leather 
available. 
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japroved Visibility 
is Philadelphia Store 
[CONTINUED FROM PAGE 44] 


"We have found the new type light- 
ag to be an important factor in the 
gmfort of our customers and em- 
gayees because it generates less heat 
dan the old lighting equipment,” T. 
Dan Belfield, owner of the shop, stated. 
was a very valuable asset during 
giremely warm days. Especially be- 
g@use we were unable to use our air- 
@mditioning system due to war condi- 
tions.” 

Certain wall areas were refinished 
wih primavera wood panels which 
wged an appealing newness to the in- 
ior. -Floor coverings at the entrance 
ithe shop were replaced with Persian 
mes which touched the interior with 
sided richness. 

New display cases were placed mod- 
@tly in recesses of the wall panels in 
trtain areas. They are individually 
fluminated and invite inspection of the 
@ality of shoes and accessories dis- 
played in them. The wall cases are lo- 
tated at below-shoulder height, offering 
g@nvenient and easy shopping to the 
mdecided customer. 

In addition to new wall cases, two 
few counter cases have been placed in- 
fide the entrance. They are illuminated 
by fluorescent lamps within the cases 
and present Steigerwalt’s line of hand- 
bags and other accessories. How small 
details were considered in the planning 
is seen by the location of an incon- 
#picuous single fluorescent lamp ceil- 
ing fixture of bronze finish and 
lbuvered bottom over each case which 
furnishes easy seeing for customers se- 
Ieting items brought to the top of the 
tases. Sales volume in this department 
increased immediately as the result of 
the more attractive displays. Previ- 
@sly, customers purchased regularly 
# the accessory department, but it 
fas been found that the new display 
fixtures now demand attention to their 
fontents and often create spot sales. 

From an overall viewpoint, the reno- 
Wations have already been a great sat- 
ifaction to T. Dun Belfield, his son 
Windsor Belfield, the second and third 
feneration of the family to operate 
Steigerwalt’s, and also to the em- 
ployees, many of whom have been with 
the organization for a great number of 
fears. Steigerwalt’s have always been 
# leader in supplying the highest qual- 
ity of both men’s and women’s shoes to 
their thousands of customers, and their 
Modernized interior will offer up-to- 
the-minute shopping conditions for the 
great volume of customers who are 
M@xious to visit them more often when 
Wartime retrictions are lifted. 


Sylva Heads Crowley 
Milner Department 


Derrorr, Mich.—Lawrence E. Sylva 


has been named buyer of the women’s 
and children’s shoe department on the 
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second floor of Crowley Milner & Com- 
pany. Mr. Sylva succeeds Walter H. 
Magee, who recently -left to take a 
similar post with Strawbridge & 
Clothier in Philadelphia. 

Mr. Sylva was assistant to Mr. 
Magee in the department for about 
seven years, and has a background of 
23 years of shoe experience in this 
city. He started in the shoe business at 
the age of 14, taking his brother’s posi- 
tion with Welter & Lloyd, a family 
shoe store in his home town of Strea- 


tor, Ill., when his brother went into the 
Army in World War I. He was in Chi- 
cago with a shoe firm for a brief pe- 
riod, but returned to Streator, where 
he remained for six years. 

Coming to Detroit, he was with the 
Chisholm Shoe Store, downtown, for 10 
years, and with Earl C. Gregg, operat- 
ing as Gregg’s Smart Shoes, for six 
years. Following this, he went with the 
Crowley Milner store as salesman, be- 
coming assistant buyer to Mr. Magee 
after about four months. 
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flow Capital Investment 
Promotes Prosperity 


[CONTINUED FROM PAGE 37] 


{ gle and some strong cord. The wage 
ie muale is ten cents a day. The worker 
exists. 

. The average Chinese has one chance 
five to survive infancy; one chance 
= #600 to own an automobile if he lives 
be grown. There is no incentive in 
(hina; no reward for working, no ad- 
vantage in thinking, no point to saving, 
m@ percentage in investing and no ad- 
antage in inventing. 

With big investments in rolling stock, 
wad bed, terminals, etc., the American 
workman is able to move such a quan- 
tity of freight at such high speed that 
le Can earn good wages in spite of low 
rates. 

The rule’s application is not limited 
tp transportation. The average Chinese. 
farmer cultivates only a few acres; 
iften less than one acre. His total in- 
vestment in tools is only a few dollars. 
(rops are planted, cultivated and har- 
vested by hand. Nearly all of a farm’s 
production is required to feed the 
farmer and his family. There is very 
little left to sell. No surplus to ex- 
flange for clothing, furniture, or bet- 
ter tools. 

In America we have an average in- 
festment in tools of $3,000 per farmer. 
Gounting the value of the land, farm 
fivestment averages $6,000 per farmer. 
With good tools, each workman of the 
iil cultivates 50 to 400 acres. He can’t 
@t a modicum of what he raises. The 
firplus is exchanged for improved 
t@ipment and learning; for automo- 
Biles, refrigerators and radios; for 
dress suits, jewelry and Chinese rugs. 
American farmers do not work as 
fard as Chinese farmers. The invest- 
Ment in tools makes the difference. But 
the difference is too great. Let’s look 
Beyond the Orient. Industrial wages in 
England are only half of what they are 
ii America. Continental Europe pays 
fbout one-third, and Russia only one- 
gxth of American wages. The reason 
that men can’t long be paid for what 
they don’t produce and European work- 
@s, lacking adequate equipment, do not 
produce. 

American workmen produce twice as 
Much per man-hour as English work- 
tien, three times as much as Continen- 
fal European laborers and six times as 
Much as Russian workmen. The impor- 
fant question is: Why do American 
Workmen produce twice as much, get 
paid two-to-one, and live twice as well 
&§ English workmen or Germans; six 
Himes as well as Russian workmen? 
Capital investment is the determining 
factor. 

The average cash investment for 
gach American worker in industry is 
$6,000. This investment provides, on 
the average, six horse-power of in- 
Stalled and motivated mechanical equip- 
Ment for each employee to use. It 
is this capital investment which makes 


Jer 
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IT'S NOT THE OUTSIDE OF SOLE 

LEATHER, IT'S THE INSIDE THAT'S 
4 OF VITAL IMPORTANCE TO YOU/ 
will hawe nothing le fear 


the higher man-hour production pos- 
sible and justifies the correspondingly 
higher pay and higher standard of liv- 
ing. 

Seldom can the workman himself 
furnish this $6,000 investment. Some 
investor (capitalist) puts up the money 
in the hope of getting greater yield 
from superior tools, thus speeding up 
the worker’s production. 

China has men of means and vision 
who would gladly develop the resources 
of that great country. But in the pres- 
ence of hazards, capital stays hidden. 
All of China’s money is “scared 
money.” Workers have no tools and 
China remains in abject poverty. It is 


® Don’t try to judge sole A 
leather quality by look- : 
ing at shoe bottoms. 4 
Know the brand name, ' 
the tanner’s name and 4 
the tanning process. By : 
our illustration we make 
quality clear to you. 
Note the close fine grain 
and serviceable sub- 
stance inside, say noth- 
ing about the fine outside 
ace. 


KISTLER 
SOLE LEATHER 


The Balanced Bark Tannage 
FOR MEN'S SHOES 


create sales on the quality of it. 


my belief that Chiang Kai Shek will 
change this situation completely. I be- 
lieve he can be relied upon to provide 
safety for private investment and make 
a way for national improvements es- 
sential to industrial progress. 

In Europe there is stability, to be 
sure, but lack of freedom. Individuals 
invest with caution, not without gov- 
ernment approval, as a rule. The 
result is that good tools, improved 
methods and new enterprises come 
slowly. Low investments mean cur- 
tailed production; limited: incomes and 
low living standards. Any move against 
itivested capital is backward in Amer- 
ica's path; of uniqve. progress. 


ot 


URE assures you bottom stock that is 
F ven a 
| TEN face fnich, if it’s Kistler Sole 
SOLE Favor Kistler Sole Leather and 
Insiog iy 
aie | EDGES. NO} 
WESTERN DEPARTMENT 1012 NORTH D STREET, EE. WISCONSIN, 


Starring- STYLE 5014 
THE PARADE 


*% You'll appreciate its customized 
appearance and fitting qualities so 
ably rendered by our New England 
craftsmen. 

Advertised in uirt. 
(November Issue) 


For over 50 years consistently de- 
livering more than was expected, 
Taylor-Mades have gained a rep- 
utation for high value, style lead- 
ership, end dependability. 

Most Taylor-Made styles retail from 
to $8:50—slightly higher west 
of the Mississippi. 


E-ETAYLOR Seperation 


_ . 275 CONGRESS STREET 
* 6OSTON. MASS. 


Cincinnati, O.—This attractive window of men's shoes by 
Potter Shoe Company, here, tied the merchandise in with 
the popular sport of horse racing and much at- 
tention from passers-by 


Retailers, Prepare Now! 


[CONTINUED FROM PAGE 41] 


compete with specialized stores if its price range is too 
great. Stores or departments of stores whose volume is 
sufficiently large should divide their departments into 
sub-departments by price when their range of prices is 
too great for most efficient selling in one department. 

The proper arrangement of stock within the department 
also saves salespeople’s time. The amount of stock space 
should be adequate and stock should be located so as to 
be easily accessible to salespeople. Active stock that is 
not within easy reach becomes inactive. Besides, stock in 
the department should be constantly replaced from reserve 
stock all through the day, to maintain comp'ete assortment. 

The proper arrangement of stock on shelves also speeds 
selling. Merchandise should be grouped by price, color, 
size or kind, whichever is more convenient for salespeople. 
The identification of styles on the shelves by signs or 
exposed samples assists salespeople to quickly locate mer- 
chandise. Adequate display cases assist customers in mak- 
ing quick selection. 

3. Speeding Selling. If store executives would study the 
motions their salespeople must make in selling and in 
completing their sales, most of them would be surprised to 
notice to what extent they have burdened them with un- 
necessary duties that reduce their efficiency. 

Some mechanical duties of salespeople can be more effi- 
ciently assigned to other and cheaper employees. Sales- 
people should spend as much of their time as possible in 
constant contact with their customers. Many stores have 
found that their salespeople’s time can be conserved by 
having stock clerks get merchandise from the shelves. 

Especially during the war, many stores have expedited 
their selling by employment of check-writers; other stores 
have installed streamlined service desks. These changes 
relieve the salespeople from the previous mechanical! time- 
consuming duties of filling out sales checks and other 
forms, having charges authorized and attending to cashier- 
ing, wrapping and delivery. 
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Army Places Big Order for Combat Boots 


Forty-three Manufacturers Share in Awards 
766,327 Faire of Cotton J 


for 2,850,000 Pairs— 
Boots Also Ordered 


and 2,355,000 Pairs of Rubber Heels 


BosTon, Mass.—A total of 2,850,000 
pairs of combat service boots for use by 
the Ground Forces of the United States 
Army has been ordered through the 
Boston Quartermasters Depot, it was 
announced here. Contracts also have 
been warded for 766,327 pairs of cotton 
jungle boots. 

Combat boot awards, shared by 43 
manufacturers, are: 

International Shoe Co., 465,000 pairs ; 
Endicott-Johnson Corporation, 420,000; 
General Shoe Corporation, 300,000; 
Brown Shoe Co., 285,000; J. F. McEl- 
wain Co., 210,000; Weyenberg Shoe 
Mfg. Co., 90,000; Charles A. Eaton 
Co., 90,000; Freeman Shoe Corporation, 
72,000; R. P. Hazzard Co., 63,000; J. F. 
Corcoran Shoe Co., 60,000; Gardiner 
Shoe Co., 60,000; Mid-States Shoe Co., 
45,000; Shelby Shoe Co., 45,000; Crad- 
dock-Terry Shoe Corporation, 45,000; 
Daly Bros. Shoe Co., 45,000; Belleville 
Shoe Mfg. Co., 45,000; Perry-Norvell 
Co., 45,000. 

G. P. Crafts Co., 36,000; John E. 
Lucey Co., 30,000; Doyle Shoe Co., 30,- 
000 ; Holland-Racoine Shoes, Inc., 30,000; 
Knapp Bros. Shoe Co., 24,000; Hill 
Bros. Co., 21,000; The William Brooks 
Shoe Co., 21,000; Chippewa Shoe Mfg. 
Co., 21,000; Milwaukee Shoe Co., 21,- 
000; Jung Shoe Mfg. Co., 18,000; A. S. 
Kreider Shoe Mfg. Co., 18,000; Allen- 
Squire Co., 18,000; Commonwealth Shoe 
& Leather Co., 18,000; Field & Flint 
Co., 18,000; M. A. Packard Co., 18,000. 
Red Wing Shoe Co., 15,000; Farm- 
ington Shoe Mfg. Co., 15,000; Albert 
H. Weinbrenner Co., 15,000; John C. 
Frye Shoe Co., 15,000; G. H. Bass & 
Co., 15,000; Milford Shoe Co., 12,000; 
Edwin Clapp & Son, 12,000; J. M. Con- 
Rell Shoe Co., 9,000; J. Landis Shoe 
Co., 6,000; Leonard & Barrows Shoe 
Co., 6,000; Hubbard Shoe Co., 3,000. 

Cotton jungle boot contract awards 
are: 


United States Rubber Co., 230,088 
pairs; Hood Rubber Co., 152,500; Con- 
verse Rubber Co., 138,500; LaCrosse 
Rubber Mills Co., 38,453; Bristol Mfg. 
Corporation, 81,786; and Endicott-John- 
son Corporation, 80, 000. 

Included among miscellaneous awards 
Ste 2,355,000 pairs of black rubber 
Whole heels: 
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Urge War Bond ree 
By Retailers 


A telegram received at Boot and Shoe 
Recorder offices from Delos Walker, 
chairman, Retailers’ War Campa 
Committee, Washington, reads as 


“The Treasury hes urgently asked our 
committee to appeal to our retailers te 
allocate as much newspaper a 
space as possible in support of the $ 
War Loca Drive. The evident compla- 
cency in the general public has made the 
job more difficult and pressing for our 
assistance than before. Helping make 
this drive successfal is most urgent 
obi despite the season when it 
hed to occur. Applying a program fer 


Dryden Rubber Co., 400,000 pairs; 
Dural Rubber Co., 400,000; The O’Sulli- 
van Rubber Co., 350,000; Endicott- 
Johnson Corporation, 350,000; The Hol- 
tite Mfg. Co., 800,000; Old Town Rub- 
ber Co,, 200,000; Bearfoot Sole Co., 
180,000; Quabaug Rubber Co., 135,000. 


Boston Club Votes to 
Increase Membership 


Boston, Mass. — The first dinner 
meeting of the 1944-45 season was held 
by the Boston Boot and Shoe Club re- 
cently in the ballroom of the Hotel Stat- 
ler with a large attendance. 

A simplification of the by-laws pre- 
pared by a committee headed by Eugene 
L, Wyman was. adopted unanimously, 
and it was voted to increase the mem- 
bership from 200 to 250. The-club is 
celebrating its fifty-sixth birthday. 

Speaker of the evening was, Dr. Ger- 
ald Wendt, science adviser for Life, 
Time and Fortune magazines, who de- 
scribed the effects of recent scientific 
discoveries on post-war-living. Radar, 
television, radio-telephone, synthetic 
rubber and both hard and soft plasties 
bah, mentioned, among others. Dr. 

dt was introduced by the club’s 
‘Francis C. Donovan. 


Shoe Retailers Endorse 
N.S.R.A. Forum Plan 


New Yorxk.—L. E, Langston, execu- 
tive vice-president of the National Shoe 
Retailers Association, has received fa- 
vorable replies from shoe retailers in 
more than 400 towns and in 48 states 
in response to the letter which he sent 
out several weeks ago asking members 
of the association whether they would 
approve of the idea of organizing local 
shoe discussion forums composed of 
merchants and managers in the com- 
munity, to consider vital problems of 
trade interest. 

Mr. Langston said he was gratified 
and somewhat surprised at the number 
of favorable postcard replies and let 
ters of enthusiastic approval he has re- 
ceived. Retailers in some communities 
are already planning to organize under 
the association’s plan, and in other 
places existing local organizations have 
indicated their desire to co-operate. In 
a few towns, newly formed groups, or- 
ganized in response, to the N.S,R.A. 
suggestion, have already held meetings. 

The reaction to the association’s pro- 
posal, in Mr. Langston’s opinion, indi- 
cates a feeling among shoe merchants 
that it is highly desirable at the pres- 
ent time to get together for the dis- 
cussion of vital shoe problems. When 
the plan is fully perfected, Mr. Lang- 
ston indicated, the National Shoe Re- 
tailers Association will undoubtedly be 
in a position to assist the local groups 
by suggesting discussion topics, thus 
providing a clearing house of ideas and 
information that will be of educational 
value to the retailers of the country. 


Army Places Large Order 
For Shoe Laces 


Boston, Mass.—A total of 4,620,000 
pairs of ‘laces for different types of 
Army footwear is included in recent 
contract awards announced at the Bos- 
ton Quartermaster Depot. This total 
included 800,000 pairs of waxed cotton 
laces for use with service shoes; 3,600,- 
000 pairs of Nylon laces also for ser- 
vice shoes; and 720,000 pairs of Nylon 
laces for use with jungle boots. ;' 

‘An order for 47,000 pairs of cotton 
jungle boots is shared by the Hood 
Rubber Co., Endicott-Johnson Corpora- 
tion and Bristol Manufacturing Co. 
Frederick-Speier Footwear, Inc., A. 
Starensier GCo., and the Wellco Shoe 
Corporation are to make 576,000 pairs 
of hospital slippers. 
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MEN OF MERIT 
if you would like to have a larger suc- 


if you 
Mr. T. R. Browne 
MANAGER 
today. HEALTH SPOT SHOE SHOP 


1240 W. LAWRENCE AVENUE + CHICAGO 40, 


Edgewood Atlanta 
HUNOIS 


Dereorr, Micn.—The Michigan An- 
nual Shoe Fair, sponsored jointly by 
the Michigan Retail Shoe Dealers’ As- 
sociation and the Michigan Shoe Trav- 


elers’ Club, included a session at 
the Hotel Statler, here, in which all 
the travelers got together at a special 
business and social meeting. Principal 
jtem on the travelers’ agenda was the 


4. 


question of affiliation with the Na- 
tional Shoe Travelers’ Association. No 
formal action was taken. Following the 
business session, a get-together was 
held especially for non-member travel- 
ers, who were guests of the club. 

The travelers, with 160 lines repre- 
sented, had showrooms for three days. 
The convention sessions proper opened 


~ 


with lunchéon. Stuart J. Rackham, 


former shoe rationing executive, OPA, 
and a Detroit shoe mian, presided. He 
introduced Clyde K. Taylor and 


George Lawson, retailers’ and travel. 


ers’ co-chairmen respectively of ‘the 
Fair; Willard Scott, rationing execu. 


tive for rubber, and Joseph Schiffman, 


in charge of Operating Section, Shoe 
Branch, both of OPA, Washington, 
who consulted with retailers on shoe 
rationing problems during the course 
of the convention; Fred T. Holden, 
OPA shoe executive, Detroit; William 
H, Adams, new vice-president, Ne. 
tional RSDA; S. 8. Weiss, president, 
MSTC, and Richard J. Schmidt, presi. 
dent, Michigan RSDA. 

Highlight of the meeting was the 
appearance of W. G. (Bill) Power, of 
Chevrolet, an event which drew an ex- 
ceptional attendance at the luncheon. 
Mr. Power, speaking on the theme, 
“Step Out and Sell,” pointed out the 
importance of continually selling one- 
self and one’s business to one’s cus- 
tomers. : 

A fountain pen was presented to 
Nathan Hack by the board of directors, 
in recognition of his work as editor of 
“Foot Steps,” official organ of the 
Michigan retail body. 

The annual banquet was held at Lou 
Waltet’s Latin Quarter. 

Accent at the Fair was on heelless 
and toeless shoes, which accounted for 
half of women’s shoes sold. Unrationed 
shoes were in big demand, running to 
about one-half of the total volume. 

Patent leather appeared to be the 
general style leader, with some dealers 
reporting a demand for watersnakes, 
Reds and greens were big sellers, in 
either leathers or suedes, as available. 

New was a type of spectator pump 
with an extension sole, similar to that 
now familiar on sport oxfords. Many 
pumps, sling pumps and’ sandals were 
shown. 

In children’s shoe lines, reports in- 
dicated that misses’ sizes followed 
closely the trend in women’s, especially 
in sport types. Two-toned moccasins 
and saddle oxfords were among the 


' specialty leaders here. One-strap pat- 


ent leathers, as well as other patent 
patterns, were big sellers. 

In infants’ lines, white elk was re- 
ported available in limited quantities, 
and was promptly sold. Interest in 
both infants’ and children’s white 
shoes in various materials was strong. 

Lighter colors appeared more impor- 
tant than in the past two seasons in 
men’s shoes. A minor trend was wide 
spade soles, with saddle oxfords prom- 
inent, notably with brown rubber soles. 
Heavy type brogues were reported in 
exceptional demand. 

Brown-and-white sports combina- 
tions are coming back strong, despite 
the fact that all two-toned models must 
be made with rubber soles. 

Volume in every department was re- 
ported heavy as far as demand was 
concerned. Actual sales were as far up 
as conditions would permit, with trav- 
elers forced to hold down total sales 
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Bows 


With clips for attachiig—Many  styles— 
Prompt delivery—in wanted colors of 
Faille with Gold or Silver Nailheads. 


ver nailheads. 


* 1307 WASHINGTON AVE. 


In ordering, specify colors, 
bow number and if gold or sil- 


Your SILENT Salesmen 


At every fitting stool, the most con- 
vincing selling can be done by the 
construction features and the in- 
built comfort of the Bellaire shoes. 
They can pay you big sales dividends 
— if you employ them! Make these 
salesmen work for you, simply by 
drawing the customer's attention to 
Bellaire’s clever combination of good 
looks, long wear and permanent foot- 
ease. 

f 


To maintain equitable distribution among our re- 
tailers, we cannot at this time establish new accounts. 


WAVERSHOE TRIMMING co., INC. 
ST. LOUIS 2, MO. 


BELLAIRE SHOE COMPANY 


HOU MES STICKNEY INC 


CHicaco, Int.—At the suggestion of 
the local OPA a shoe advisory group 
has been formed here, composed of well- 
mown retailers who will work closely 
with the OPA to keep shoe retailers in- 
formed of government actions as they 
transpire. It is understood that simi- 
lar groups will be formed in key locali- 
ties throughout the nation. The Chi- 
tago group has George Albrecht, local 
OPA shoe rationing specialist, as chair- 
Gan, and Charles E. Lanchantin of 
Hanan & Son as secretary. Members 
ife representatives of Chicago and ad- 
jacent territory as far North as Wau- 
Megan, as far South at Gary, Indiana. 
The members thus far chosen are: 
far] Burgstahler of F. E. Foster & Co. 
falso president of the Greater Chicago 
Shoe Retailers’ Association); E. K. 
Dennis of French, Shriner & Urner; 
David Bernstein of Sears, Roebuck; 
William Brooks of Brooks Bros.; Ro- 
lind Feltman of Feltman & Curme; 
R. de Witt of Evanston; Harold 
of Saks-Fifth Ave; Rube 
Metz of Metz Shoes; Jack Westbrook 
@ Burt’s Shoes; Louis Maling of Mal- 
lig Shoes; Otto Vonderhoff of the 
Marks Shoe Co., and Benjamin Kirsch- 
ter of Marshall Field & Co. 

Tentative plans cal) for monthly 
Meetings at which government policies 
& they relate to shoe retailing will be 
Giseussed. The group has already asked 


1, 


Shoe Group. Formed 


Talking Over Plans for Post-War Era 


Boston, Mass.—Members of the Post-Wer Picnning Committee of the New 


England Shoe and Leather Association, snapped as they 


attended their most recent 


meeting. From left to right they ore: Edward C. Liscole, Edwin Clapp & Son; 

Charlies H. Jones, Commonwealth Shoe and Leather Co.; Williem F. Hickey, John 

R. Evens & Co., Inc.; Robert C. Erb, J. F. McElwain Co.; and Mexwell Field, 
executive secretary of the association. 


OPA for a release from rationing every 
60 days of those shoes which are defi- 
nitely slow-selling. The members be- 
lieve that only with frequent and peri- 
odie releases retailers forestall 
cluttered stocks of undesirable mer- 
chandise when rationing is discarded 
entirely, Thus far OPA has taken no 
action on this request. 


Entertain Store Staff 


as the Riding and Sport Shop, carries 
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 re- Mrs. Miche] A. Levy entertained the 
was staff of Michel A. Levy, Inc., at their 
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MOCCASIN: 


"PLUMP BROWN UPPERS 


STURDY LACES 
ORTHOPEDIC RUBBER SOLES 


Men's Sizes 6-12 $1.65 


ARNOFF SHOE CO.,INC.,101 Duane $¢.,N.Y.C 


BOWLING SH 


which retails 
te 

SUPERIOR SHOE CO... Mfrs.. 
508 S. Peoria St. Chicago | 


‘Mitchell Directs» --| 
_ Miller Advertising 


New Yorx—George Miller, presi- 
dent of I. Miller & Sons, Inc., has an- 
nounced the appointment of Samuel 


SAMUEL MITCHELL 


Mitchell as director of all retail and 
national advertising, promotion, pub- 
licity and display. Mr. Mitchell has 
been closely identified in the past 20 
years with fashion advertising both 
locally and nationally. He was for- 
merly president of Sullivan-Mitchell 
Advertising Agency, publisher of the 
Mode of the Month Magazine and au- 
thor of “Solitaire Bridge.” He as- 
sumed his new duties on Dec. 1, 


Kansas City Show 
Reported a Success 


Kansas City, Mo.—A large number 
of buyers and shoe retailers attended 
the showing of the Central States Shoe 
Travelers’ Association at the Muehle- 
bach and Phillips Hotels, here, re- 
cently, the first shoe show to be held in 
Kansas City in 15 years. Merchants 
attending came from Missouri, Kansas, 
Iowa, Nebraska, Oklahoma and Arikan- 
sas. The show was so successful that 
the association plans to conduct semi- 
annual shows; the next one is sched- 
uled for April 29, 30 and May 1, 1945. 

Color was most in demand; and the 
bare look in women’s shoes was pre- 
dominant, with open toes, open heels, 
d’Orsay lines and sandalized effects in 
most. lines. Very high heels and very 
lew received most attention, although 
medium _heights were represented. 
Platforms were again spicing up man- 


“ufacturers’ lines, and many retailers 


félt that their customers would wel- 
come the reappearance of this treat- 
ment. . 
Officers of the association, in charge 
of the showing, were as follows: R. J. 
Schmitz, president; A. ©. Thomas, 
vice-president; J. Rosco Sells, secre- 
tary-treasurer and manager of the 


PLAID SHOE LACES 


~ PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
$3.60 per gross of 72 pair 
Write for Color Card TODAY 
LYONS & COMPANY 
120 Deane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yey 
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OPA Officials Meet 
With Coast Shoe Men 


Los ANGELES, CAL.—As the culmina- 
on of a three-day visit here, W. A. 
Molster, Director of the Miscellaneous 
Products Rationing Division, and 
Joseph B. Charde, Assistant Rationing 
Executive of the Shoe Branch of OPA, 
met informally with a group of retail 
gooe men at the Downtown Business 
Men’s Club. Shoe retailers from su- 
urban localities, heads of the large 
tain shoe stores and executives of 
downtown stores alike discussed OPA 
from both national and local angles. 


Paul Jesberg of Walk-Over Shoe 
Store, chairman of the Los Angeles 
OPA Advisory Committee, conducted 
the meeting. 

Mr. Molster spoke informally, put- 
ting particular emphasis on the great 
satisfaction the OPA has had in its 
relationships with the shoe trade. He 
was high in his praise of the invaluable 
assistance given the Shoe Rationing 
Branch by the various shoe trade as- 
sciations in furnishing pecessary in- 
formation in the many problems which 
have arisen. He went on to say that 
these meetings with small groups of 
the trade in various cities had proved 
fivaluable in giving the rationing au- 
thorities direct contact with local prob- 
lms. He explained that the local shoe 
fade advisory committees, which were 
ii existence and which were being set 
@, are for the purpose of exchange of 
ideas between the OPA and members 
@ the trade. This was particularly 
fue, he explained, in smaller communi- 
fies and with dealers having compara- 
tively small volume. 

One of the first questions asked in 
the general discussion was, “Does the 
government recognize the problem ex- 
iting in the low-priced field and what 
@ you intend to do about it?” Mr. Mol- 
fer’s answer was, “Yes, we know this 
problem. The solution rests largely in 
Making determinations as to how far 
We can go in allowing inventories to 
@ain off. We promise you that we 
fave this problem on the top of the list 
itd that we shall move on it as soon 
& we can be certain that relief to you 
Will not mean hardship to consumers.” 
Another question was, “Do you gov- 
tment people feel that you can pre- 
Yent undue losses to the trade by bring- 
ig rationing to an end in an orderly 
fashion so that shoe dealers will not 
® caught with large inventories of 
Wartime merehandise?” 

Mr. Molster answered this by say- 
ing, “We would not be justified in re- 
ining rationing for the sole purpose 
i trying to cure this problem. I am 
Mire that you, as well as we, want ra- 
tioning ended as soon as the supply pic- 
Mire will permit it. We have given 
this matter a lot of thought and will 
Mntinue to do so, but I am not in a 
Pesition to make any forecasts as to 
how it can be solved.” 


December |, 1944 


Every Krippendorf 
Foot Rest Feature 


athe: 


FOOT REST 


SHOES 

THE new Fall Foot Rests have everything you've 
learned to expect in this nationally* famous 
They don’t have to come back to quality—they’ve 
always bad it. And Krippendorf Foot Rests have for years been known 
as unequalled for comfort and fit. 

And these Foot Rests for autumn also have glamour. Women every- 
where have tired of shoes that were merely practical—merely useful. 
And because Krippendorf-Dittmann anticipates your customers’ desires, 
this season's Foot Rests have new charm—new beauty—in every line. 

Don’t let your customers think that wartime shoes are inferior! And 
the best way to end this harmful notion is to show them Foot Rest shoes. 


THE KRIPPENDORF-DITTMANN CO. e Cincinnati, Ohio 
New York Showroom: Marbridge Building 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, - 
Woman's Home Companion, Good Housekeeping and The Instructor. 


they could be used satisfactorily for 
Surplus Mosquito Boots hunting and fishing. Bid forms on this 
To Be Sold by Navy lot of surplus footwear were issued No- 


Boston, Mass.—The Navy Material 
Redistribution and Disposal Adminis- 
tration, through its Boston office, is of- 
fering for sale to the wholesale trade 
2,500 pairs of mosquito boots. These 
boots, made of split leather, have 15- 
inch tie tops, carry a substantia] pre- 
war leather sole and heavy rubber heel, 
and range in size from 5 to 12. 

Tre Navy suggests their use as is 
for all-around camp and farm wear. 
With the uppers treated with wax 
preparations to make them waterproof, 


vember 7. 

Because they are made of strategic 
materials; these boots cannot be sold 
ration-free. 


Shoe Man’s Daughter Weds" 
Los ANGELES, CAL.—Miss Marion 


. Uliman, daughter of Fred Uliman, was 


married recently to Joseph F. Kauf- 
man. Mr. Ullman is handling sales 
distribution. for a number of com- 
panies, and is located here. 
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SADDLE SOAP 


play now, to take advantage 
of Colt National Advertis- 


$10.80 ing which directs custom- 
ers to your store for Colt 
Saddle Soap, Your order 
will be shipped proshpuy. 

COLT-CROMWELL 


10 avenut. BOSTON 10. mass 


FOOT BATHS 


MEDICATED FOOT BATHS 
FOOT RELIEF 


SIZES 4069 3€ PAIR TOA Case 


i: AIR c ROSS READE SL. 
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Receives Honors 


WeryMouTH, Mass. — Captain George 
P. Haviland, United States Army Air 
Forces, son of Roland H. Haviland of 


CAPT. GEORGE P. HAVILAND 


the Stetson Shoe Co., has been spend- 
ing a furlough here while awaiting as- 
signment, again to active duty. 

Commended by two generals and en- 
titled to wear the Distinguished Flying 
Cross with the first Oak Leaf Cluster, 
as well as the Air Medal, also with 
Cluster, Capt. Haviland is credited with 
having flown 110 combat missions 
against the Japs over Burma. He has 
been flight commander of a fighter 
group. 

Both General Stillwell, former Com- 
manding General, USFA, CBI Theater, 
and General Howard C. Davidson have 
commended him for excellent work in 
leading close-support, dive-bombing 
flights in support of Allied ground 
troops in Northern Burma. General 
Davidson announced recently that Capt. 
Haviland had received the first Oak 
Leaf Cluster to the DFC “for ex- 
traordinary achievement aerial 
flight.” 


Addresses ATAE Meeting 


Boston, Mass.—Maxwell Field, ex- 
ecutive secretary of the New England 
Shoe and Leather Association, deliv- 
ered an address at the annual meeting 
of the American Trade Association Ex- 
ecutives in New York recently on “Sta- 
tistical Policies and Procedures.” Mr. 


-|. Field is chairman of ATAE’s committee | 


-on this.matter. President of this group 
is Merrill Watson, executive vice-presi- 
dent .of the Tanners’ Council of 


_Stephensen to Address 

1945 MASRA Meeting 
PHILADELPHIA.—Directors and mem- 

_bers of the Show Management Commit- 

_tee of the Middle Atlantic Shoe Retail- 


ers’, Association will attend a special 


‘charge by’ the Army of the Unite 
Stdtes. Overseas for eighteen montis, 
‘Mr. Bernstein served with a mobile 
‘Medical Corps unit attached to th 
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SLIPPERS 


Immediate Delivery 
BRUSHED WOOLY 
WOMEN’S HOUSE SLIPPER 


A BEAUTIFUL 
XMAS GIFT 


10 Days F.0.B8. N. Y. 
Sizes 4-9. 36 pairs to case 
Minimum Orders in Each Color (18 pairs) 


in BLUE or RED Hard Padded Soft Sok 


GERDA FOOTWEAR CO.., INC. 
158 DUANE STREET, NEW YORK 13, WN. 1. 


meeting at the Philadelphia Hotel here 
at 2 P. M., Sunday, December 3, at the 
call of President Mose Leibowitz. Busi- 
ness connected with the 1945 MASRA 
shoe show and business meeting, to bk 
held at the same place January 14, lb 
and 16, will come up for consideration, 
and President Leibowitz urges all diree 
tors and Management Committee mem- 
bers to make a special effort to hi” 
present. 

In the communication telling of th#  « 
meeting, Mr. Leibowitz also announce: § 
that W. W. Stephenson, executive vice § ~ 
president of the National Shoe Manv-§~ 
facturers’ Association, will be thi 
speaker at the Monday noon meeting, 
January 15, during the Middle Atlantic 
Shoe Show. 


Receives Discharge 
From Arniy | 
CHicaco, ILL.—Maurice L. Bem 


stein, doing business as M-B Shoes, 
here, has been given an honorable dis 


Field Artillery. He has been awardel 
three bronze battle stars. for active 
participation in. major campaigns 
Tunisia, Sicily, Salerno and 
His brother, Milton, also a former she 
store operator, is now serving in th 
Medical Corps somewhere in England. 
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DRILL LIFE 


Machine tools, skilled machinists and a high grade of tool 
steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 


Don't Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


| Remove the Drill Carefully. Don’t bend the drill out of 
; line. Many drills are broken when the operator starts to 
FREE DRILL ; move the shaft away before the drill point is clear of the 


hole. 

GRINDING SERVICE 
ames : j 9 Don't Use a Dull Drill. There is a temptation to force a 
Soft Soe. Drills still long enough to f dull tool. When cutting becomes more difficult or slug- 
ee INC. be used should be sent to } gish, put in a sharp drill. 
13, the nearest U/C Branch 

Office. There they will be } 7 | Have Shanks Correctly Positioned. Extreme care should 
‘tel her resharpened without cost. be used when steel shanks are attached, to see that the 
3, at the . ' heel end slot of the shank is accurately placed so as to 
z. Busi-§ allow clearance for the drill. 
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warded wood heel attaching drills. 
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SLIPPERS 


LITTLE BUNNIES 


for 


Immediate Delivery 


Made of Lamb’s Wool 


Sizes 4 to 11; packed 
72 pairs to the case. 


WILLIAM COHAN CO. 
19 Se. Wells St., Chicago 6, Il. 


JOBS 


LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town Well 


M. K. WEIL SHOE CO. 


Women's Shoes From 
Americas Top Sources 
BARIS SHOE CO., INC. 


Henry M. Rogers — 


79 Reade St., New York 7, N. Y. 


Obituaries 


John A. Curtis, Jr., Killed 
While Hunting 


MARLBORO, Mass.—John A. Curtis, 
Jr., assistant treasurer, secretary and 
advertising manager of the Curtis Shoe 
Company, of this city, was accidentally 
killed on November 20 while on a hunt- 


ing trip with his brother, Mercer Cur- © 


tis, in Maine. He was the son of John 
A. Curtis, president of the company. 
Funeral services were held November 
24 here in Marlboro. 

Mr. Curtis, popular and highly re- 
spected here and regarded throughout 
the trade as one of its foremost young 
executives, was graduated from Har- 
vard College with the class of 1935, 
having entered from Philips-Exeter 
Academy. Following his graduation he 
enrolled in the Harvard University 
Graduate School of Business Adminis- 
tration, from which he was graduated 
two years later. 

He is survived by his widow and two 
children. 


Jacob L. Farr 


ALLENTOWN, Pa.—Jacob L. Farr, 70, 
president and senior member of Farr 
Brothers, here, died recently at Allen- 
town Hospital after a long illness. 

Mr. Farr had been in the retail shoe 
business for more than 20 years; be- 
fore that, he had manufactured shoes, 
operating the Lehigh Valley Shoe Co. 
which he established early in this cen- 
tury. The retail end was operated by 
his brother, Harvey H. Farr, and the 
factory produced shoes for the Farr 
stores as well as for sale all over the 
country. 

After the last war, Mr. Farr joined 
his brother in the retail business, clos- 
ing the factory. In 1921 Farr Brothers 
Company was incorporated, with Jacob 
Farr as president and Harvey, until 
his death in 1940, as vice-president and 
treasurer. Associated with Mr. Farr 
in the business was his son, Harvey L. 
Farr, at one time president of the 
Middle Atlantic Shoe Retailers’ As- 
sociation. 

Survivors are Mr. Farr’s widow, 
Mrs. Mabel Laros Farr; four children, 
Harvey L., J. Donald, Mrs. Elizabeth 
Knabb and Mrs. Louise Moessner, and 
five grandchildren. Private services 
were held for the family; interment 
was in Grandview Cemetery. 


New York—Henry M. Rogers, New 
York representative of the L. B. Evans 
Son Company, slipper manufacturers, 
of Wakefield, Mass., died Nov. 19 at 


Stamford, Conn. He was 83 year8 of. 


age. Surviving are a daughter, Mrs. 
Edward J. Grant; a son, Major George 
M. Rogers, of the Army Air Forces, 
and a sister, Mrs. Alberta MacGibbon. 

Mr. Rogers was for many years in 


RUBBER FOOTWEAR 


Men's and Women's Dress Storm 
Rubbers—Government Rejects— 
Packed in bulk. Sample Pairs upon 
request—Limited Quantity. 

GERDA FOOTWEAR CO., INC. 


158 Duane St. > New York 13, N.Y. 


SHEARLINGS 


charge of the New York office of L. B 
Evans and he had a wide acquaintane 
and many warm friends among 
retail shoe merchants of the country. 


Plans Business Reunion 


Cuicago, ILL.—Howard J. Engquist 
who was connected with the former ¥. 
B. Holden Company, a family she 
store, here, would like all former em 
ployees of the firm to communica 
with him. He is planning a busines 
reunion to be held after the first of 
next year. Mr. Engquist’s address # 
209 South State Street, Chicago. 
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Beat This Value 
Brown Elk Uppers 
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Appeals Court Upholds 
Shicca—Del-Mac Patents 


St. Louis—Shoe manufacturers in 
yarious centers will be affected by the 
recent decision of the United States 
Circuit Court of Appeals here, uphold- 
ing the®validity of the Sbicca-Del-Mac 
patents, which relate to shoe processes 
familiar to the trade under those 
names. 

The appellate court reversed a 1943 
decision of the United States District 
Court in an action instituted in Feb- 
ruary, 1941, by Sbicca-Del-Mac, Inc.; 
Sbicca Methods Shoes, Inc.; Murray M. 
Laskey, trustee; James A., William J., 
John F., Charles, Michael, Kevin and 
Emmet Kelly, and Margaret Engler 
and Agnes*“Donovan against Milius 
Shoe Co., shoe manufacturers, for roy- 
alties amounting to $9,332 at one cent 
& pair. 

In addition to reversing the decree of 
Judge Moore in the lower court, the 
decision on the appeal directs that an 
injunction be issued and orders an ac- 
counting for infringement since Sep- 
tember, 1939, to determine what unpaid 
Toyalties are due. 

John H. Cassidy, attorney for the 
Milius Shoe Co., has announced that 
the decision of the Circuit Court of Ap- 
Peals will be carried. to the United 
States Supreme Court. 


Reported Wounded 
In France 


Cuicaco, ILu.—Pvt. Harry Barnett, 
former proprietor of the Hollywood 
Boot Shop, here, was wounded in ac- 
tion in France recently. He is now re- 
tuperating in a hospital in England 
Where he received a surprise visit 
from his nephew, Lt. Harry Siegel. Lt. 
Siegel is a doctor and is stationed at a 
feneral hospital in England. He is the 
ton of Mrs. Siegel of Benny’s Shoe 
Store in Chicago. 

Mr. Barnett gave up his business 
When he was inducted into the Army 
two years ago. His brother, Ben Bar 
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nett, operates Clark Bootery, and his 
sister, Mrs. Leo Begoun, is connected 
with Milwaukee Shoe Co., here. 


Retailers to Distribute 
More Goods After War 


New York—Retailing can quickly 
prepare itself to handle a much 
greater quantity of goods in the post- 
war period if current hopes of much 
higher production and income are real- 
ized, Ward Melville, president of Mel- 
ville Shoe Corporation and president of 
the Institute of Distribution, declared 
recently in an address at the annual 
meeting of the institute here. 

“The situation in retail distribution 
at the end of this war will be consid- 
erably better than most people would 
have thought possible two years ago,” 
said Mr. Melville. “While it is un- 
doubtedly true that a definite expan- 
sion of the retail business will be nec- 
essary if the high productive possibili- 
ties of this country are to be translated 
into consumer goods, I think we will 
have no difficulty in distributing, eco- 
nomically, all of the goods that can be 
produced and purchased.” 

Mr. Melville called for a new type 
of “distribution cost accounting” in the 
post-war era, to aid in making it pos- 
sible to “produce and distribute these 
goods at the lowest possible cost. In 
the long run, the only way the real in- 
come of this country can be increased 
is through the reduction of total costs 
involved in the production and distri- 
bution of goods they use and want.” 

In analyzing the need for a study on 
“unit costs” in the field of distribution 
he said: 

“Are the costs of distribution really 
known—in detail—in this country? 
The over-all costs of distribution, in 
terms of a: percentage of sales, are 
known—by individual distributors and 
for broad types of operation. If, how- 
ever,-you ask the individual distribu- 
tor how much it costs him to distribute 
a certain item, you usually get either a 
guess or a frank statement that he 


doesn’t know. We distributors don’t 
know our costs, as manufacturers 
know their cost... . 

“So far as costing and pricing are 
concerned, the overwhelming majority 
of retail distributors in this country 
are still operating by rule-of-thumb, 
We need a new type of distribution 
cost accounting—an accounting that 
will get us much nearer to unit costs. 
Until it gets as near as it can to unit 
costs, distribution accounting (and dis~ 
tribution itself) will not be on any~ 
thing like a scientific basis.” 


Becomes Partacr in Shoe Store 


Detroit, Micu.—Aleck Goldberg, a 
newcomer to the shoe business, is now 
a partner in the Jean-Mack Bootery, at 
11259 Mack Avenue, on Detroit’s East 
Side. The business, which is a general 
family shoe store, was formerly oper- 
ated by Leah and Lawrence Silverman, 
who were known as an unusual 
mother-and-son partnership. 

They now form a father-and-mother- 
and-son partnership, as the former 
Mrs. Silverman is now Mrs. Goldberg. 
Her son, Lawrence Silverman, is now 
a storekeeper in the Navy. 


Volk Returns from 
Mission Abroad 


New York. — After spending six 
months in United States Government 
service abroad, Harold F. Volk of Volk 
Brothers, Dallas, Texas, has returned 
to this country. Mr. Volk was on a 
special mission for the Psychological 
Warfare Division, and was attached to. 
Supreme Headquarters of the Allied 
Expeditionary Forces. He spent three- 
months in England and an equal time 
in France. His function was to move 
into liberated areas, reestablish means 
of communication; speed up reorienta- 
tion and build morale for the people 
of these areas. Acquainting liberated 
France with the Allied objectives was. 
the prime aim of this division. * . 


$450 
a e@ Flexible Service-weight Comp. Soles 
Style No. 63%4—Sizes 4 to 12 
Unies Wate 
Storm 
jects— 
rs upon 
INC, 
13, N.Y, 
4ER 
SOLES 
4 
of L, B. 
aintance 
ong the 
untry. 
ngquist, 
rmer N. 
ly shoe 
ner 
nunicate ; 
business 
first of 
dress is 
>. 
corde: | 


CARY ry HAY 


WESTERN BOOTS 
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GENUINE GOODYEAR WELTS 
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EMBOSSING 
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JULIETS 


SLIPPERS 
IMMEDIATE DELIVERY 


CORDUROY 
WOMEN’S HOUSE 


IN ROYAL BLUE OR RED 
NEW DUTCHY LAST—SOFT SOLE 


FOOTWEAR CO., INC. 
188 DUANE ST., NEW YORK 13, N. Y. 


-_ “Frade Literature 


Store Front as Factor 
In Sales Promotion . 


The Kawneer Company, of Niles, 
Mich., manufacturers of architectural 
metal work for retail stores, has pub- 
lished an interesting booklet entitled 
“Machines for Selling,” which analyzes 
its concept of store fronts and their 
function in modern retailing. Accord- 
ing to Kawneer, the new store fronts 
will be literally “Machines for Selling” 
because they are based on new store 
front products and services developed 
by Kawneer research during the past 
few years and now, for the first time, 
offered to the merchants of America. 

The modern store front, according to 
Kawneer, is a vital factor in influencing 
people who are ready to buy, at the 
point where the purchase can actually 
be made. They should attract favorable 
attention, solve problems of location, 
display and merchandising, pull cus- 
tomers into stores and direct store traf- 
fic. They should be part of the store 
rather than merely part of the building. 

This new concept of the store front 
and its function is described and illus- 
trated in an attractive eight-page 
pamphlet, profusely illustrated in color, 
which is available to any merchant on 
application to The Kawneer Company, 


; 1751 Front Street, Niles, Mich. 


Commonwealth War Story 


“Commonwealth in War Dress” is 
the title of a beautifully illustrated and 
printed publication issued by the Com- 
monwealth Shoe and Leather Com- 
pany, of Whitman, Mass., to com- 
memorate the part which the Common- 
wealth organization and the men and 
women who compose it are playing in 
the production of shoes for the armed 
forces. 

“They also serve who stay at home 
and work,” declares Paul Jones, presi- 
dent of Commonwealth in an introduc- 
tory message. 

“When war was forced upon us, this 
company decided that whatever propor- 
tion of our national shoe production 
was needed to speed the day of Vic- 
tory we should do our share. So more 
than one-third of our daily output goes 
to the armed forces... . 

“To all of you who are putting in 
your best licks that our product be 
worthy of our best standards, we gladly 
dedicate this memorial of the men and 
women of Commonwealth in wartime— 
both those who give their all at the 
front and those who can only give their 
best at home.” 


New Manager at Boot Shop 


ELKHART, InD.—E.-D. Nance has as- 
sumed managership of The New Mod- 
ern Mode Boot Shop. He formerly was 
manager of Newman’s shoe Copartenent 
in South Bend, Ind. . 
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SKI BOOTS 


For Men and Women 


Special Ski Blucher Pattern 

Heavy Smooth Brown Split Leather Uppers 
einforced Brown Retan Leather Tip 
Nine Iron Full Oak Leather Midsoles 
Sixteen Iron Composition Rubber Outsoles 
Regulation Grooved Rubber Ski Heel 
Genuine Leather Sock Lining 

Green Felt Top Facing 


BUY NOW—STOCK LIMITED 
SEND RATION CHECK WITH ORDER 


ORLICK 


N. Y.'s Live Wire Jobber 
20 Church Street, New Y 


RATIONED 


1200 Gen. Black Suede Sling 
Pump Leather Sole. 


1201 Gen. Pat. Leather Sling 
Pump Leather Sole. 


1202 Gen. Brown Calfskin Sling 
Pump Leather Sole. 


4/8; 5/9 18 or 36 prs. Net 10 


days. 
AT ONCE DELIVERY 


Carpet Binder Shown at Fair 


Cuicaco, ILL.—One of the new items 
en at the National Shoe Fair was a 
metal carpet binder said to keep aisle 
tarpeting and larger pieces in position, 
thus eliminating tripping hazards. 
This was the first time this item was 
presented to the trade. 

The binder is made of a light-weight 
Metal resembling aluminum. A pat- 
mited slot makes a simple matter of 
ilipping the edge of the carpet into po- 
tition, and acts also as a clamp. The 
binder was demonstrated by Dave 
Jackson of Pittsburgh, Pa., producer 
af the item. 
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Moves to Coast 
Cuicaco, Itt.—Samuel Korb, for NEW METAL BINDING 


sixteen years representative of Hub- 

bard Shoe Mfg. Co., division of Weyen- 
berg Shoe Co. of Milwaukee, in the 
Chicago area, is moving to An- 
geles, where he will make his home. 
Mr. Korb is well known for his knowl- 
edge of merchandising in the children’s 


and growing girls’ shoe field. : 

Before joining the Weyenberg or- x ‘ 
ganization, “Mr. Korb was connected GRIPS AS IT ELAMPS 
with Selz Schwab Shoe Company and 
later with Ted Saval, when he was lo- 
cated in Chicago. Solved at last, the troublesome prob- 
lem of slipping carpets on your sales 
oS ——_— floors with this unique carpet bind- 

é ing—it grips as it clamps. Two sure 

gripper edges, one above, one be- 
low, hold runners firmly and evenly 
without tacks or screws. Durable, 
made of heavy metal, its stream- 
lined design adds finish to runner 
edges. 


NO TRIP HAZARDS... 

NO CURLED-UP ENDS... 

INSTALLED IN LESS THAN ONE MINUTE... 
LASTS A LIFETIME... 


Order Today— 
DAVE JACKSON 


17 West Montgomery Avenue 
N.S., Pittsburgh, Pa. 


To Cover New Jersey 


Territory 

New York—M. S. Long, who has 
represented. Albert H. Weinbrenner 
Company of Milwaukee in Eastern 
Pennsylvania for the past five years, 
will represent the company in the New 
Jersey territory. He succeeds Harry 
Lefkowitz, who has been with the 
Weinbrenner organization for the past 


25 years. Mr. Lefkowitz will devote 

B A S © OUTDOOR his time to an enterprise of his own. 

TWEA Mr. Long will have headquarters at 
MOCCASINS, SKI BOOTS SPORTOCASIN the Marbridge Building, here. 
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RUBBER FOOTWEAR 


MEN'S SNUGFIT RUBBERS 


CHILDREN'S SLIPPERS 
In-Stock At-Once Delivery 


CHILDREN’S LEATHER SLIPPERS 
NON-RATIONED 


Infants’ Sizes 5-8 
Children’s Sizes 82-12 
Misses’ Sizes 122-3 


$4.55 

Brown Leather 

Hard Leather Soles 
Scotch Plaid Lining 


GERDA FOOTWEAR CO., INC. 


Shoe 


and Mr. Shaffer. 


New YorK—New York women had a 
preview showing of Queen Quality’s 
new Spring shoes right in their own liv- 
ing rooms when the Queen Quality 
Shoe Company presented its first tele- 
vision show over DuMont Television 
Station WABD recently. (More than 
6000 television sets are now in use in 
the New York area reached by the 
DuMont Station.) 

The dramatic portion of the show 
was a play, “Light Fingers—Warm 
Heart,” adapted from a story in 
Woman’s Home Companion. Michael 
Whale and Judith Allen were co- 


. starred. 


Three of Queen Quality’s Spring 


Queen Quality Shows Shoes by Television | si 


at the television show, Thomas F. Byrnes, Jr., at right, sales manager 
- of Queen Quality Shoe Company, St. Louis, greets W. O. Shaffer, women's shoe buyer 
of Adam, Meldrum & Anderson of Buffalo. Virginia Mountroy, assistant buyer for 
Adam, Meldrum & Anderson, is photographed on the WABD set, with Mr. Byrnes 


On the television set. Showing the actual telecasting of a scene during the 
Queen Quality program. The camera at left is telecasting the scene to studie 
audiences and to homes in the New York area. The camera at right is being set se 
that c variation can be made by ftelecasting the scene from a di perspective. 


styles were displayed on the television 
screen against a rich white-drapery 
background. Each style was fully de- 
scribed in a short television “commer- 
cial” as the shoe appeared on the 
screen. 

The Queen Quality shoe store at 12 
W. 34th Street in New York gave ad- 
vance promotion for the show with a 
complete television window, announe- 
ing the program and displaying Queen 
Quality shoes around a miniature tele- 
vision studio. The giant television 
tubes, which actually are the “screen” 
on which the television image appears, 
were used as a part of the window 
display. 


Job-Side Shoe Service 


SEATTLE, WasH.—A new job-side 
shoe service has been brought to the 
builders of the new B-29 Superfort- 
resses. Engaged in non-stop work on 
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turning out these bombers at the Boe- 


ing Aircraft Co. plant here, these war 
workers will not have to stop for atten- 
tion. to footwear. Frederick & Nelson 
has established a special job-side shoe 
service in the form of a 48-hour shoe 
repair service. Shoes are returned two 
days after they are received. 
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Shoe Men Organize 
For War Loan Drive 


WASHINGTON.—The District of Col- 
umbia’s Shoe Group, Retail Division of 
the War Finance Committee, has em- 
‘tarked on an enthusiastic War Bond 
campaign in an attempt -to put the 
Sixth War Loan over the top in the 


. nation’s capital. The retail shoe deal- 


ers opened their part of the drive with 
& meeting at the Hahn Shoe Store, 
talled by Adolph Siegel, manager of 
the Hahn store and chairman of the 
Shoe Group. This rally, the first of its 
kind among Washington shoe retailers, 
was largely the result of the active ef- 
fort of Mr. Siegel, who felt that a 
meeting of all interested shoe retailers 
would accomplish much more than the 
previous method of individual contact 
with each retailer. 

After a few introductory remarks by 
Mr. Siegel the meeting was opened by 
Granville Gude, Chairman of the Re- 
tail Division of the Dictrict of Colum- 
bia. Mr. Gude emphasized the need 
for meeting the Sixth War Loan quota 
despite the competition of Christmas 
business and told the group, “It is still 
possible to fumble the ball on home 
fronts before the final goal is reached.” 

The highlight of the evening’s meet- 
ing was an inspiring talk delivered by 
Billy Repaid, WOL (Mutual Network) 
news commentator, who has become na- 
tionally known through his efforts to 
promote the sale of War Bonds. Mr. 
Repaid told the group that he was de- 
livering a message to be carried by the 
Store managers back to their sales- 
people and relayed to prospective bond 

He deplored the wave of op- 
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FOLDABLE 


SNUG FIT RUBBER 
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IMMEDIATE DELIVERY 


ping at the Heel under any Service 


FEATHERWEIGHT 


CLEANS INSIDE AND OUT 
Stock three sizes and cover the popular range of 


A PROFITABLE ITEM 
to retail at $1.16 per pair 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 
RAHWAY, NEW JERSEY 


timism that is now sweeping the coun- 
try and took the view that the war 
ahead will be tough; he forecast a pos- 
sible peace other than unconditional 
surrender if there is any let-up in home 
front support. 

George W. Hough, of the District of 
Columbia War Finance Committee Pro- 
motion Staff, told the assembled shoe 
men that the purpose of the meeting 
was to get the store owners and man- 
agers to organize the shoe sales people 
into a bond-buying as well as a bond- 
selling group. The quota for the Shoe 
Group will be based on the purchase 
of a $100 bond and the sale of $300 
worth of bonds by each sales clerk. 


Mr. Siegel organized the meeting by 
sending personal letters explaining the 
nature of the drive to approximately 
60 Washington shoe retailers, chain 
store managers, etc., and followed up 
the original by another letter inviting 
them to attend the meeting at the Hahn 
Store. 


Receives Army Promotion 


Wis.—S. L. Kapinkin, 
Cedarburg, Wis., who was employed by 
Pfister-Vogel Tanning Company prior 
to entering the armed forces, has been 
promoted to Captain in the Army Air 
Forces in the Far East. 
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company; Ralph L. Pope, president; Lt. 
Navy department. 


SauLt St. MARIE, MicH.—Above the 
Soo tannery of the Northwestern 
Leather Company here now floats the 
Army-Navy “E” pennant, awarded in 
the name of those services by Robert 
P. Patterson, Under-Secretary of War, 
and formally presented. by Col. Wil- 
liam J. Calvert, USA, Commanding 
Officer, Boston Quartermaster Depot, 
at an impressive ceremony held re- 
cently. Men and women workers 
received their lapel pins at the same 
time. 

In his address, Col. Calvert stressed 
the fact that the services of the com- 
pany and of its employees had been 
“above and beyond the ordinary call of 
duty,” mentioned among other achieve- 
ments, Northwestern laboratory ex- 


Army and Navy officials and executives of Northwestern Leather Company at 
exercises commemorating the E award fo the tannery at Sault Ste. Marine recen 
Left to right: Col. William J. Calvert, USA; H. W. Shaffer, vice-president of 
Com. Donald O. Elliott, representing the 


periments resulting in the develop- 
ment of “leathers which have been 
adopted as standard specifications for 
use in military footwear.” 

Introductory remarks at the cere- 
mony were made by H. M. Shaffer, 
vice-president of the company; the 
award was accepted by R. L. Pope, 
president. Pins were presented by Lt. 
Com. Donald O. Elliott, Navy Liaison 
Officer, War Production Board, and 
Pvt. Olindo Grasso, United States 
Army; they were accepted in behalf of 


the employees by James Shields, presi. _ 


dent of Local 223, International Fur 
and Leather Workers Union, CIO. The 
ceremony opened and closed with 
group singing accompanied by the 
Sault High School band. 


Cashing in on Casuals 
(Continued from page 33) 


demand to have its wishes gratified. 

Even during the past two years, 
sport and spectator types in our regu- 
lar Florsheim lines, having both leather 
and composition soles, have far out- 
sold any other type or group of shoes 
in the house. This is not figured on a 
seasonal basis, but on a month-by- 
month, year round proposition. 

This trend on Hollywood Boulevard, 
where the greater proportion of our 
trade is from the usual walks of life, 
just as in any good shopping area, can 
be duplicated in nearly any part of the 
country. Right now the demand for 
regular sport shoes, as well as for the 
casuals, far exceeds the quotas. 

Merchants who look ahead for that 
post-war period of selling must make 
their plans today, just as we are do- 
ing in this organization. It is felt 
that when rationing and manufactur- 
ing restrictions are lifted and merchan- 
dise flows in the more normal chan- 
nels, the shoe retailer who has planned 


his merchandise program along broad, 


constructive lines will be the one to 
reap the reward. 

Here are four principles that we 
believe it is important to keep in mind: 

1. Men’s casual footwear is a 12 
months’ operation. 

2. Proper display within the store, in 
the windows and a completely inte- 
grated sales effort will make the op- 
eration successful. 

3. Adequate sizes, within a restricted 
pattern area, will give the best bal- 
anced and most salable stock. 

4, Men’s accessory footwear section 
should have its own allotment, with a 
separate “open to buy” and a quota to 
attain. 


Cardy Named Scholl 
Products Manager 


Cuicaco, ItL.—Dr. D. K. Cardy, for- 
merly purchasing agent of the Scholl 
Mfg. Co., Inc., has been appointed 
products manager of the company. He 
was recently released from the Army 
after three years in service as a lieu- 
tenant, Medical: and Quartermaster 
Department, in the South Pacific. 
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McKay Again Heads 


Iowa Travelers 


Des Moines, Iowa—A. N. McKay of 
Des Moines was re-elected president of 
the Iowa National Shoe Travelers’ As- 
sociation at the luncheon held during 
the Victory Shoe Show recently. 

Other officers elected were Harry 
Gruber of Des Moines, first vice-presi- 


dent; Sumner Koch of Le Mars, second: 


vice-president; and Harold Marple of 
Des Moines, secretary-treasurer. 


Receive Banner for 
War Bond Sales 


Los ANGELES, CAL.—The Leeds Shoe 
Store here has been awarded the ban- 
ner for the retail store in this district 
telling the highest amount of war 
bonds and stamps. Through the con- 
stant efforts of Jack Freedman, store 
manager, and the wholehearted cooper- 
ation of the store’s employees, this 
Leed’s store achieved the honor of dis- 
pensing the greatest volume of bond 
and stamp sales. 

In addition, this store had the dis- 
finction of receiving an award for 
being rated third among 160 Edison 
Bros. Stores in a nationwide contest 
sponsored by the home office for the 
Sale of bonds and stamps. This award 
Was based upon the highest percentage 
of increase of the sales of bonds and 
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stamps over a set quota. Here the rec- 
ord was 1645 increase. 


‘Store manager, Jack Freedman, re- 
ceives the banner from Mrs. Ethel Toney, 
chairman of the Retail Division of the 


U. S$. Treasury Department. 


Must Treat Shoe Uppers, 
Is New Army Rule 


Boston, Mass.—Effective with deliv- 
eries next January, all Army footwear 
made of fiesh-out chrome retanned up- 
per leather must have the uppers of the 
finished shoes or boots sprayed with an 
oil-fat compound specified by the Quar- 
termaster Corps, the Boston Quarter- 
master Depot notified all boot and shoe 
contractors recently. 

According .to the announcement, the 
shoes or boots must be sprayed in a 


manner so that the compound pene- 
trates all parts of the flesh-out upper 
leather. The collar portion of the Com- 
bat Boot need not be sprayed. 

Purpose of the new ruling, it was 
said by Gregory J. Tobin, the Boston 
Depot’s Chief Technical Adviser, is that 
the boots may have a protective finish 
when they are first reeeived by sol- 
diers. This will be supplemented by the 
use of dubbin which will continue to 
be furnished with each pair of this type 
footwear. 

Also, the sole reinforcing requirement 
for the Army’s Combat Boots and Type 
3 Service Shoes with reversed uppers 
has reverted to the specification origi- 
nally issued and calls for the addition 
of one row of loose nails, it. was an- 
nounced. The change, which is effec- 
tive on all contracts calling for Janu- 
ary, 1945, deliveries and thereafter, 
specifies : 

“The soles shall be reinforced with 
one row of loose nails all around ex- 
cept for the area starting at the inside 
shank just behind the ball line and ex- 
tending forward approximately 2 
inches. The nailing shall start approxi- 
mately 1%” from breast of heel and 
finish approximately 1%” from opposite 
breast of heel and the nails shall be 
spaced 5%” between centers.” 

It was said at the Boston Depot that 
the need for a method of reinforcement 
is indicated by examination of shoes 
which have been returned for study 
after intensive wear by troops overseas. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 


Essential Workers need Release Statements 


Eesential Workers need Release Statements 


ina Excellent —— to sell 
Ss Cleaners, 


& Shoe 
New York 17, 


MOST UNUSUAL OPPORTUNITY 
Long established territory New 
York City and State, doing very 
substantial volume, want A-1 rep- 
resentative, thoroughly experi- 
enced only. 

MIDLAND SHOE CORPORATION 


157 Doone Street, Now York Clty 


W ANTED: SALES REPRESENTATIVE 

for first class Playshoe and Slipper Line, 
($3.00 retailer), in territory of the New England 
States. Reply, qualifications. Address 
#390, care Boot & Recorder, 100 East 
42nd Street, New York 17, N. Y. 


We carry Women's rationed and non-rationed 
Novelties, $2.45 to $6.00; Bedroom Slippers, 
also non-rationed Infants’, Misses’ and Chil- 
dren's. Desire someone with following. 


Good opportunity for right parties. 


#358, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED for Ladies’ Playshoes 


States. Address + 
Shoe Recorder, 100 East 42nd Street, 
Nee Yor 7.0 


SALESMEN 

A New England factory still has a few 
territories available for in-stock shoes. 
Men's and Work Shoes, Women’s 
Spo: — all Goodyear Welts. 
State expe ce, references and terri- 


HERE IS AN OPPORTUNITY 
A leader in the Women’s Novelty field 

an opening for a salesman in the 
State of IMilinois. established 


trade. Give full regarding 
yourself; shoes handied; ac- 
counts 


Address 2386, care & SHOE 
100 East 42nd Street, New York 17, 


TRAVELING SALESMEN 


WANTED 

for one of the oldest and best 
known Lines of Rubber Foot- 
wear. Not a Jobber’s or Side 
Line. Traveling experience not 
essential but ‘retail footwear 
background helpful. Age pre- 
ferred 25 to 35 years. All hiring 
subject to WMC regulations. 
Address £385, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, W. Y. 


SHOE SALESMEN WANTED BY ST. 
LOUIS WHOLESALE HOUSE: ye 
enced men who have a foliowing in North and 


South 

Indi and Kentucky; Florida and Georgia; 

Texas. To sell as a side line Women’s and 
’s non-rationed Play and Dress Shoes 

to retail “toons oy, to $4.00. References re- 
Address: Box #384, Boot and Shoe 
» 1221 Locust Street, St. Louis, Mo. 


SHOE SALESMEN, side line, sell Lambswool 

Shoe Polishers, lacquered wood backs, im- 
printed dealer’s advertisement; one out of two 
dealers buy good sized orders. Good commis- 
sion. A few territories left. CLYDE WOOL 
PRODUCTS CO., 93 Seward Street, Detroit 
2, Michigan. 


SHOES — VOLUME SALESMAN 
Ladies’ 


country -recomm: 
men who will have excellent opportunity. 
Commission basis. Part or full time 
Address Bex B- BOOT ROUSE RECORDER 
10 High Street, Boston 10, Mass. 


Lease West Coast Location 


Yaxma, WasH.— Butler Bros., of 
Chicago, Ill., have contracted for a 
long-term lease for main street front- 
age in Grandview, Washington, accord- 
ing to L. B. Judd of the Yakima Valley 


community. 


Butler Bros. will occupy the premises 
in the coming late Winter or early 
Spring. Now occupied by a gas com- 
pany and a state liquor store, the 
Chicago firm’s new location will be com- 
pletely remodeled and modernized. A 
complete line of shoes, in addition to 
ready-to-wear and general dry goods, 


will be handled. 


S ALESMAN WANTED FOR EASTERN 
PENNSYLVANIA; well established 
Stock Line of Women’s Arches; Sport Onforde 
and Novelties. Address: IDEAL SHOE COM. 
PANY, S. W. COR. FOURTH AND ARCH 
STREETS, PHILADELPHIA 6, PA. 


SALESMEN WANTED 


FOR A LINE OF CHILD'S—MISSES’ BETTER 
GRADE WON-RATIONED PLAY SHOES, IW 
ee FOLLOWING STATES: Michigan, — 


ansas, Colorado, Utah, Arizona. Address: Bex 403, 
poor’ & SHOE RECORDER, (22! Leoust Street, 
St. Lewis 3, Me. 


HELP WANTED 


Essential Workers neod Release Siatements 
ATIENTION, RETAIL SHOE SALES 
MEN: is a wonderful i 


statement of availability. HEALTH 
SPOT SHOE SHOPS, 
INC Tne Industrial Ave 


MODEL CUTTER 


LARGE FACTORY MAKING WOMEN’S CE- 
MENTS AND PLAYSHOES in Montreal, Canada, 
requires experienced Model Cutter. Permanent 
position with excellent prospects. Reply, stating 
experience, age and salary requirements to Box 
#401, BOOT AND SHOE RECORDER, 100 East 
42nd Street, New York 17, WN. Y. 


ALESMAN AND STORE MATA. 


perience, age, reference and full details in 
letter. Address 71, care Boot 
eh 100 New York 


DESIGNER AND PATTERN MEN 
WANTED for ladies’ High Styled Shoes. 
Excellent opportunity for right man. er 
#397, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


agp DESIGNER AND PATENT 
MAKER who understands to check pro 
duction; with complete knowledge of California 
construction, wanted for Casuals and Play Shoe 
Factory. _ Exceptional opportunity for right man. 
Address 


42nd Street, New York 17, N. Y. 


SALESMAN Earn $250. 
$500.08 per month in the STYLE cd 
Commission basis, $50. 


OF THE SOUTH. 
ber week guaranteed. 
San Antonio, Texas. 


rate for “Position and 


The 
Minimum charge, 75 cents. For all 


should counted. 
for disptay 
advertisin 


address 
The rate 

ig is pays 


CLASSIFIED | RATES 


Lines Wanted” advertisement 
ether classified advertisemen tevthe rate cents per 
When a bex number is desired twelve words should be added for the address. 


is 4 cents 


in advance. 


Advertisements for this page must be ia eur New York Office 10 days preceding publication date. = 


Minimum 


Boot and Shoe Recorder 
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ALLIED KID COMPANY, New York, Boston, Philadeiphia............... eoathesnat 55 
AMERICAN SHOE COMPANY, Detroit, 
ARNOFF SHOE COMPANY, New York -66, 71, 72, 
BAILEY-PRIHODE & CO., Kalamazoo, Mich, ............ 
BAR!IS SHOE COMPANY, New York 70, 79 
ASS, G. H., CO., Witton, ener es deat ves’ 
BLAIR & ROSS, INC., New York City....... 
BRAUER BROS. SHOE CO., St. Louis, Mo.. 
BROWN, R. E., Glendale, Cal............... 
BURKART, F., MFG. CO., St. Louis, Mo..... 
CAMITTA, SAM, & SONS, New York City.............6..6. 79 
CAMMITTA SHOE COMPANY, Philadelphia, P <a 
CASUALS, INC., Los Angeles, & 
COHAN, WILLIAM, COMPANY, ‘Chicaae, 
COLONIAL TANNING Cc Boston, Mass.............. cc coe OF 
CONJOR SHOE CO., New York City........ 60.96 72, 74, 76 
DEWEY & ALMY CHEMICAL CO., Cambridge, awe 
DOUGLAS, W. L., SHOE CO., Brockton, Mass... ... 76 
EATON, C. A., CO., Brockton, 82 
FLORSHEIM SHOE COMPANY, Chicago, Ill............... 26 
A. F.. & SONS C”RP.. Milwaukee. Wis... .... a 
GERBERICH-PAYNE SHOE CO., Mount Joy, Pa...... Back Cover 
GERDA FOOTWEAR CoO., INC., New 70, 72, 74 
HUBSCHMAN., E., & SONS, INC., Philadelphia, 2nd cover 
HYDE ATHLETIC SHOE COMPANY, 72 
INTERNATIONAL SHOE COMPANY, St. Lquis, 53 
KEITH, GEORGE E., CO., Brockton, Mass................ 5 
KIRSCH. BLACHER CoO., INC., 79 
KISTLER LEATHER.CO., Boston, 61 
G.. & CO., INC., Glovereviiile, Ne. 
LIMA CORD SOLE & HEEL co., 25 
LYONS & COMPANY, New York Ci b ce ed 66 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................. 13 
MOHAWK CARPER MILLS, New York City........:. at 12 
PANTHER-PANCO RUBBER CO., Chelsea, se 8rd Cover 
PEPPERELL MANUFACTURING CO., Boston, 
PETERS SHOE COMPANY, St. Louis, Mo............... 00 .. Front Cover 
ROBERTS, JOHNSON , St. Mo. 23 
SCHENK, A. L., Orthopedic Labs., Los 66 
STETSON SHOE COMPANY, So. Weymouth, Mass........... 21 
SWANKIES, INC., Los Angeles, 66 
TAYLOR, E. E., CORP., Boston, 62 
TWEEDIE FOOTWEAR CORP., Jefferson Ciity, 28 
UNITED SHOE MACHINERY CORP., Boston, Mass.......... +ep++-10, 14, 18, 60, 69, 80 
VINCENT EDWARDS CO., New York City.................. 81 
VITALITY SHOE COMPANY, St. Louis, Mo............ 
WALK-OVER SHOES, Brockton, xo 8 
WBIL, M. K., SHOE CO., St. Louis, Mo......... 70, 79 
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FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


sides. 

$ 00 wrinkles in leather or fab- 
5. ric are easily shrank with- 

Curved type tres out harm. 


Special combination offer $32.50 (fluids 
included in above prices). 


end your order or write for detail informatica. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 


Shoe Man Missing Heir 


Lima, OnI0.—Joseph Morris Lang- 
ley, a shoe salesman, formerly of Lima, 
is said to have been named an heir in 
the will of his mother, who died early 
in the year in Minneapolis, leaving an 
estate valued at about $35,000. Accord- 
ing to the will, it is said that Joseph 


should appear in Minneapolis before the 


end of 1944 to claim his share. 
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Clippings 


—here's how to get 
More Business! 
TH Vincent Edwards idea Clipping 


Service has over 2,000 satisfied users. 
Each order filled to what 
wholesalers 


VINCENT EDWARDS & CO. 


Please tell me more your news- 
paper ad cli service and specicl 
short 
Company ....... 
Cy. 


I> 
Redjer type device 
ED TO ADVERTISERS IN THIS ISSUE 
— 
cements $22.30 
(Gm 
ASTERN 
shed Ip y FOOT COMFORT easily 
Oxfords, e provided for hard-to-fit or 
E COM. ; abnormal feet. Our Shoe 
) ARCH ~ Doctor Shrinkers when used 
‘. with our specially pre 
pared fluids, give the 
Proper fit to shoes which 
) fit large around the top, 
SETTER slip at the heel, or gap at 
ES, IW 
hie, tn. 
isconsin, 
Box 
SALES 
unity ip | 
| 
der 
t shoe 
are 
LALTH 
Ave 
ox 
} 
| retail ods; monufocturers usually 
want ads of competitive brands. 
You will find that @ study of newspaper 
ad clippings is the quickest 
ng on. 
| Use goupee below to learn more about 
this valuable service and the special short 2 
term trial offer. No obligation, of course. ( 
250.00 | 
HOP } 
» Co.. | 
Wertd's Largest Advertising Service Organization : 
| 342 Medison Ave., New York City ; 
| | 


RIGHT and LEFT COUNTERS molded to the backpart of Etonic Lasts—one of 
the 7 better shoemaking features which make Etonic Arch Shoes so pleasing to 
both the eyes and feet. They conform to really fit nature’s right and left feet. . . 
giving extra support forward into the arch, reinforcing the cookie under the weight- 
bearing tissues . . . and retaining ankle-fitting support and dressy lines of the back part. 


A few Etonic Arch 
franchises now open. 


MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A EATON + FINE BOOTMAKERS SINCE 1878 
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